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Herd Holds Buyers 
Partly Responsible 
For Lack of Market 


Says Insurers Are No Longer Will- 
ing to Temporize With Buyers 
Always Seeking “Soft” Rates 


ADDRESSES AMA GATHERING 








America Fore Executive Says Only 
Small Part of Income Is Involved 
in Market Shortages 





If one could arrive at the total value 
or premium involved in legitimate dis- 
tress situations where adequate insur- 
ance facilities are lacking today, the 
amount involved in such cases would 
he relatively small when compared with 
all business done day by day J. Victor 
Herd, vice president of the America 
Fore Group, told the American Man- 
agement Association insurance confer- 
ance in Chicago last week. He presented 
the companies’ viewpoint at a discussion 
in which Frank B. Flahive, vice presi- 
dent of Columbia Engineering Corp., 
New York, presented the buyer’s view- 
point. The latter’s ideas are reviewed 
elsewhere in this issue. 

Sometimes one is prone to believe 
that a whole machine has failed to func- 
tion when only one part is squeaking, 
said Mr. Herd. He stated that sugges- 


tions to the effect that a billion dollar 
reinsurance company should be formed, 
that the Federal Government should be 
invited to supply a market and that 
lack of confidence in today’s rate levels 
is responsible are not realistic or prac- 
ticable approaches to this problem. Part 
of the blame was placed by Mr. Herd 
on large insurance buyers themselves 
who in better times do not wish to co- 
operate with the companies on rates. 


Not Interested in Some Big Accounts 


“Some such accounts are now right up 
to the captain’s window,” he said, “and 
S | assure you that the unwillingness of 
msurance companies further to tem- 
porize with them is not due to any 


lack of capacity nor to any shortage of 
capital. Those accounts never give the 
companies a break and under current 
conditions in the insurance business the 


worm has turned. 

te the buyers of insurance who 
FxPerience difficulty in placing their 
re oe indulged in self-examination as 
’ their own possible short-comings ? 


(Continued on Page 22) 
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deserve the best 
in protection 





With insurance, as on the 
football field, it takes 
teamwork to provide the 
right protection. 


Good company-agency 
relations make for better 
public relations. 


tHe London ano lincunhivo 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. © ORIENT INSURANCE COM 
PANY e LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK . STANDARD MARINE INSURANCE COMPANY, LID. 
(Fire Department) . LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


























The Forester 


The squirrel has become a symbol of thrift because of the 
visible example he sets in burying his winter’s food supply in the 
safety deposit vault of earth, and this is his harvest season. Life 
insurance men often point to the squirrel as an illustration to 
impress people with the idea of saving. 


Perhaps this use of the symbol is not inclusive enough, for not 
all of the nuts buried by the squirrel are to be used for the winter’s 
food. Some are for the use of the forest. Many of the trees are in 
the forest because a squirrel planted the nuts instead of burying 
them. This—whether he did it purposely or forgetfully—places 
him in the role of forester. 


Trees have a greater role in the economy of a countryside than 
that of supplying food. They provide the lumber of the future and 


help insure the future water supply. 
sad 


There is something of a lesson in this point because it is not 
unlike what the life insurance business does. The underwriter 
works to provide the present and future security of a given family. 
But life insurance from many angles helps the security of the 
whole country for the present and for the future. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 














Many Notables At 
50th Anniversary 
Of Colonial Life 


Marked by Meetings of Field Men 
and by Banquet, All Held 
at Hotel Astor 


GROUP FROM N. J. DEPT. 


President Evans Presides at Events; 
Judge Heppenheimer, Founder, 
Speaks at Banquet 





The Colonial Life Insurance Co. of 
America, which has its home office in 
Jersey City and now has under con- 
struction in East Orange, N. J., an un- 
usually attractive home office building, 
celebrated its fiftieth anniversary last 
week with a series of affairs at the 
Hotel Astor, New York. It was an edu- 
cational and felicitous occasion which 
brought to the Astor a number of no- 
table personalities who came to honor 
a company which has built for itself 
a splendid position in the institution 
of life insurance, and which has an 
able executive staff. 

As speakers to the field meetings of 
Thursday and Friday of last week Pres- 
ident Richard B. Evans confined the 
program to persons outside of the 
Colonial Life organization. He and his 
associates had gathered for that pro- 
gram a number of well known figures 
of the life insurance arena. They in- 
cluded Holgar J. Johnson, president, 
Institute of Life Insurance; James E. 
Rutherford, executive vice president, 
National Association of Life Under- 
writers; Charles J. Zimmerman and 
Lewis W. S. Chapman, Life Insurance 
Agency Management Association, and 
Paul Speicher, president of R. & R. 
Service. Probably none of those speak- 
ers ever had a more enthusiastic 
audience. 

Banquet Guests 

Among those attending the fiftieth 
anniversary dinner were Commissioner 
Carey, Deputy Commissioner Chris A. 
Gough, Actuary W. Harold Bittel, ‘2 
A. MacNicholas, chief examiner, and 
B. J. McLaughlin, examiner, New Jer- 
sey Department of Banking and Insur- 
ance; Robert L. Hogg and Alfred N. 
Guertin of American Life Convention; 
Charles F. Nettleship, Jr., control of- 
ficer, Insurance Division, Veterans Ad- 
ministration, and Arthur E. Daniels, 
Institute of Life Insurance. Some guest 
executives of companies present were 


Ralph R. Lounsbury, president, Bankers 
National Life; James P. Fordyce, presi- 
dent, Manhattan Life; Col. Franklin 
D’Olier, chairman, and Harold M. Stew- 


(Continued on Page 3) 
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Diabetes met its master 


in 1921 when insulin, which often controls 
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to a healthy, active life! 


tions, gangrene, and early degenerative 
changes in the arteries, the heart, and 
the kidneys. Above all, he can learn 
how to fit his special diabetic require- 
ments into a normal pattern of happy 
living. 

For further information about this 
disease, send for Metropolitan’s free 
booklet 117E, ‘‘Diabetes.”’ 


Successful control of diabetes depends 
largely on the closest teamwork between 
doctor and patient. Most doctors say 
that the patient is the more important 
member of the team. 

The diabetic needs to study his dis- 
ease under his doctor’s ‘guidance. He 
can usually learn to avoid such compli- 
cations as diabetic coma, insulin reac- 


COPYRIGHT 1947——-METROPOLITAN LIFE INSURANCE CoO. | 
Tuts advertisement is one of a continuing series i 
e e 
Metropolitan Life , 
national health and welfare. It is appearing in two 
} nsurance Co m pa ny colors in magazines with a total circulation in excess 
(A MUTUAL COMPANY) Pa of 30,000,000 including Collier’s, Time, Saturday 
; : ) ee Evening Post, Ladies’ Home Journal, Good House- 
Frederick H. Ecker, CHAIRMAN OF THE BOARD F keeping, Cosmopolitan, McCall’s, American Maga- 
Leroy A. Lincoln, PRESIDENT : 


zine, Woman’s Home Companion, National Geo- 
1 Maptson Ave., New York 10, N. Y. graphic, Parents’, and Redbook. 


sponsored by Metropolitan in the interest of our 






TO VETERANS—IF YOU HAVE NATIONAL SERVICE LIFE INSURANCE—KEEP IT! 
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Q. What is insulin and why is it used? 


A. Insulin is a substance produced by the pan- 
creas, a large gland near the stomach. It enables 
the body to store and burn sugar. When the 
pancreas does not produce enough insulin, the 
sugar is not fully utilized and diabetes may re- 
sult. It then becomes necessary to replace the 
natural insulin with prepared insulin, or to re- 
duce the need for it by means of a suitable diet, 





Q. What other controls are important? 


A. Diet is an essential part of the treatment of 
every diabetic. In many mild cases, especially 
when diabetes is discovered early, correct diet 
alone can control the disease. Active work or 
exercise also helps the body to burn up sugar. 
Success in treating diabetes depends on keeping 
diet, exercise, and insulin in correct balance. 





Q. How can diabetes be detected early? 


A. Diabetes can be detected by having a uri- 
nalysis with your regular physical examination. 
This will permit your physician to discover 
diabetes before the appearance of such symp- 
toms as excessive hunger and thirst, frequent 
urination, and loss of weight. Such periodic 
examinations are a sensible precaution for 
everyone. They are essential for those most 
likely to get diabetes—people between 40 and 
60, especially if they are overweight, or have 4 
history of diabetes in the family. 
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Picture of Current Production, Educational and Public Rela- 


tions Aspects Given by Johnson, Rutherford, 
Zimmerman, Chapman and Speicher 


By CLarENcCE AXMAN 


at their two 


Colonial Life field men 
days of meetings last week, held in con- 
nection with the company’s fiftieth anni- 
versary, had a splendid opportunity to 
set an unusually accurate picture of the 


current production, educational and pub- 
lic relations aspects of life insurance as 
they were addressed by five notable fig- 


ures in the business. They are Holgar 
J. Johnson, president, Institute of Life 
Insuranc - James E. Rutherford, execu- 
tive vice president, National Association 
of Life Underwriters; Charles J. Zim- 
merman and Lewis W. S. Chapman, Life 


Insurance Agency Management Associa- 

tion: and Paul Speicher, R. & R. Ser- 

vice. The field men were decidedly ap- 

preciative in hearing this talent. 

Life Insurance Meets Every Emergency, 
Says Zimmerman 

Charles J. Zimmerman gave the agents 
a picture of the national emergencies 
which the Colonial Life has encountered 
since it started business a half century 
ago. While he was a general agent in 
Chicago Zimmerman said he had 
veteran agent who told him one day why 
he was not perturbed during critical 
periods occurring during his insurance 
career. 

“This agent,” said Mr. Zimmerman, 
‘sot into the field about the time of the 
\rmstrong investigation. Any agent who 
encountered that experience knows what 
the field men were up against, many of 
them leaving to go into other businesses 
because insurance was so difficult to 


write. Then came the 1907 panic. In a 
fev years World War I started, con- 
tinuing for four years. The nation-wide 
depression of the early ’30’s was an- 
other difficult period. Next on the 
horizon giving worry to the insurance 
fraternity was TNEC, which, however, 
concluded with a report praising life 


insurance. In 1939 the world was at war 
again. Later, came World War II. There 
vas also an epidemic of influenza which 
caused great life insurance losses. 
“Early in his career this agent won- 
dered about the stability of the business, 


but as the years went by he saw that 
the institution of life insurance rides 
safely through all the emergencies,” said 
the speaker, 


Contrasts Present Day Living With 
That of Centuries Ago 
Mr. Z Zimmerman gave some interesting 


examples of how life insurance should 
he va and asked James E. Rutherford 
it he ld act as the prospect. 

Panis the course of his talk Mr. 
Zimmerman went into some detail in 
explai that every time a policy is 
sold some one makes a sacrifice, but it 


is one he makes gladly. The insured, 
however, is fortunate that he can give 
something up, strengthen family finances 
and, at the same time, can maintain his 
own independence. He went back into the 
history of mankind in sketching what 
communal protection meant. In the days 
of the wandering forest and desert tribes 
it was necessary for them to band to- 
gether for protection from their enemies 
and to sustain themselves and families. 
In the feudal times every man had to be 
prepared to go to battle with enemies of 
his people, alongside of his clan or neigh- 
bors for miles around, and he could not 
continue to live with them if he refused 
to follow the banner of the Duke or 
Count or Margrave—his feudal lord. The 
only security then was collective secur- 
ity. 





With the end of the feudal system, the 
growth of the cities and towns, the be- 
ginning of the industrial system, every 
man was on his own. Through life in- 
surance for a century or more it has 
been possible for the individual to buy 
his own security, the only thing which 


Colonial Life Field Men Hear Notables 


he gives up being a small part of his 
income. 

Mr. Zimmerman also described the 
operations of the Life Insurance Agency 
Management Association and what the 
association meant to the field men of 
America. 

Favorable Public Attitude Can Be Won 
by Agents, Says Johnson 

Holgar J. Johnson, president, Institute 
of Life Insurance, discussed the import- 
ant role played by the field men in 
creating the right kind of public attitude 
not only as regards public’s opinion of 
life insurance agents but also of the 
companies they represent. It is the 
atmosphere automatically generated by 
them which counts so heavily in fabri- 
cating the score. Public’s friendly atti- 
tude is formed as a result of long-range 
observation of operations of agents and 
of the companies they represent. Every 
agent should recognize that sense of 
responsibility. 

As soon as the agent leaves his office 
and makes a contact, then his responsi- 
bility should be uppermost in his mind 
and never be lost sight of. It is not only 
how an agent conducts himself in pres- 
ence of his client and in handling client’s 
affairs that should be remembered be- 
cause he is judged socially as well. 

“You cannot be a bad neighbor and a 
good agent because the way in which 
you live in the community has its part, 
too, in determining what the public 








Colonial Meeting 
(Continued from Page 1) 


Pruden- 
president, 


art, executive vice president, 
tial; Morgan O. Doolittle, 
Empire State; J. Howard Oden, vice 
president, North American Reinsurance 
Co. Some of the guests of honor at the 


banquet were accompanied by their 
wives. 
A number of directors of the com- 


pany also attended the banquet. Colonial 
Life directors, other than those who 
are not officers of the company, follow: 
Frederic C. Baumann, president, F. 
W. Berger & Co. 
L. Frederick Bruce, executive vice 
president, Joseph Dixon Crucib!e Co. 
John C. Conklin, president, Conklin 
Insurance Agency, Hackensack, N. J. 
Howard R. Cruse of the Port of New 
York Authority. 


Duncan M. Findlay, president, Find- 
lay, Noyes & Co. 

Walter P. Gardner, trustee of Cen- 
tral R. R. of New Jersey. 


Richard D. Nelson, vice president, 
Equitable Securities Corp. 
George F. Perkins, vice 
Perkins Squier & Co. 
Judge Mark A. Sullivan, 
N. J. Court of Errors and 
President Evans Toastmaster 


president, 


formerly of 
Appeals. 


President Richard B. Evans was 


toastmaster at the banquet, and prin- 
cipal speaker was the founder of 
company, Judge Ernest J. Heppenheimer, 


chairman. 


the 


who is now the Colonial’s 
In good spirits and looking proud of 
the fact that he had been instrumental 
in starting a company which had grown 
to such a size and so substantial, the 
judge gave reminiscences of the forma- 
tive days of the Colonial. He was presi- 
dent of the company for thirty-seven 
years. 

Grace was said by the Rev. Charles 
F. Nettleship, who was engaged by the 
company as its first superintendent of 
agencies. In 1902 he became secretary 
and treasurer, later being elected vice 
president. When he retired he had served 
sixty years in Industrial life insurance, 
his early experience having been witli 
The Prudential. Judge Heppenheimer 
became chairman of the board in 1943, 
at which time J. Emil Walscheid, a 
distinguished attorney, became _presi- 
dent. Mr. Walscheid was succeeded by 
Mr. Evans in May 1945. 

Tedesco conducted the 
home office choral group 


L. Barry 
Colonial Life’s 


in selections of popular musical com- 
edy and other numbers. Following the 
speaking and singing there was danc- 


ing. The banquet program was trans- 
mitted by telephone to members of the 
field at dinners held by branches of the 
company. 


thinks of you, and that includes the 
company you represent.” 
Family Solidarity Campaign 

Discussing the functions of the In- 
stitute of Life Insurance, Mr. Johnson 
explained the philosophy of the current 
advertising campaign of The Life In- 
surance Companies in America and Their 
Agents—“Family Happiness Solidarity.” 
That campaign, he said, is predicated 
on the principle that the life insurance 
business has a duty to do something for 
the public over and beyond its own in- 
surance operations. An objective of the 
campaign is to further the solidarity of 
the American home, the basis for the 
development of life insurance. If the 
American home disintegrates, obviously 
it will affect the life insurance business. 
“The basic fundamental beyond life in- 
surance is love and affection symbolized 
in the American home and if those quali- 
ties are absent from the home, agents 
would have to go into some other busi- 
ness because there would be little incen- 
tive for families to buy life insurance,” 
said Mr. Johnson. The fact that life 
Page 4) 


(Continued on 


Evans Cites Poe Not 
In Financial Statements 


Richard B. Evans, 
Life, at the luncheon Saturday of that 
company’s. field men, reviewed the prog- 
ress of the company in the past twelve 
years during which the assets have 
doubled, but he said that hidden behind 
these assets shown in the balance sheet 
were three more important assets which 


president, Colonial 


do not appear in any financial state- 
ment. 

The first of these three assets he 
called organization. He expressed his 
pride in both the field and home or- 


ganization of the company, telling how 
highly he valued them. 

The second hidden asset was stand- 
ing of the company in the industry, and 
he reminded his listeners of the record 
the company had built in the last few 
years which was causing rising respect 
for the company. He commented then 
on several things that Holgar J. John- 
son and Charles J. Zimmerman had said 
about the company and its standing in 
the industry. “We can appraise our sec- 
ond hidden asset as a very sound one,” 
he said. 

The third hidden asset is public ac- 
ceptance. He pointed out that that was 


an assignment of the entire team, both 
the home office and the field, but the 
primary burden fell upon the field 


through mainten-nce of adequate service 
and reputation in the community. 

Mr. Evans then spoke of the com- 
pany’s heritage and the responsibilities 
which came with the assumption of that 
heritage in becoming “ft age. He closed 
his talk with a poem written by Charles 
F. Nettleship, Jr., control officer, insur- 
ance division, Veterans Administration. 








Speakers’ Table At Colonial Life Dinner 
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Heppenheimer Tells How 
Colonial Life Began 


HE IS POLICYHOLDER NUMBER 1 





Entire Home Office Staff, Including 
Officials, Numbered Twenty-five 
at End of First Year 





Judge Ernest J. Heppenheimer, chair- 
man of Colonial Life and its founder, 
told at the banquet of the company last 
Friday night about the company’s for- 
mative years. He had been greatly im- 
pressed with the phenomenz il growth of 
Industrial life insurance and_ talked 
about this to a number of Jersey busi- 
ness men. He found that Edward F. C. 
Young, president of the First National 
Bank of Jersey City, Consolidated Trac- 
tion Co. and Joseph Dixon Crucible Co., 
was most interested in the idea of start- 
ing a new company and agreed to be its 
president. The company was formed on 
November 22, 1897, and at a meeting of 
the new board Mr. Young was elected 
president; John A. Walker, first vice 
president; Henry Lembeck, second vice 
president, and Judge Heppenheimer sec- 
retary and treasurer. 


First Quarters 


To Judge Heppenheimer was dele- 
gated the active management of the new 
company. First quarters (at 45 Mont- 
gomery Street) consisted of a cellar, 
first and second floors. The company se- 
cured the services of Charles F. Nettle- 
ship as superintendent of agencies. 

Mr. Heppenheimer became policy- 
holder No. 1, the policy being still in 
force. Policy No. 2 was issued on the 
life of Dr. John Nevin, a prominent Jer- 
sey City physician who became the com- 
pany’s first medical director, remaining 
in that office until his death in April, 
1936. 

The Jersey City district was the first 
to be started and was in charge of 
George A. Spohr as_ superintendent. 
Next district office opened was in New- 
ark and third was in Hoboken. 

At the end of the first year the home 
office staff including officials numbered 
twenty-five and the field organization 
about fifty. Operations were begun in 
New York State in 1900, but for a long 
time were confined to New York City 
and Brooklyn. Entrance into Pennsyl- 
vania also began in 1900, but for a time 
operations there were limited to a few 
major cities. In March, 1899, Charles J. 
Harvey, a mathematician employed by 
the Prudential Assurance Co. of Lon- 
don entered the Colonial service. An 
actuarial department was established. 
He remained with the company until 
February, 1913, and was succeeded by 
George A. Huggins. Two men who 
started with the company in the open- 
ing years and saw the growth over a 
long period were Eliphalet C. Wise and 
John L. Harris. The former began 
with bookkeeping and clerical duties, 
finally becoming treasurer. He retired 
in 1942. Mr. Harris who had worked 
with Mr. Wise along similar lines, and 
later succeeded him as treasurer, retired 
in April, 1946. 


Colonial Meeting 
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(Continued from 
insurance does something for the public 
beyond the issuance of policies, payment 
of claims and furnishing of income con- 
stantly demonstrates to citizens the 
magnitude of life insurance and its great 
influence in preserving the American 
home. 

Another reason why life insurance is 
big business is because it constitutes an 
accumulation of a multitude of small in- 
dividual life insurance programs and, 
therefore, as the nation’s economic 
stature grows so, too, must expand the 
coverage of life insurance. 

J. E. Rutherford’s Address 

James E. Rutherford started his talk 
by saying that every citizen has three 
budgets. One is to make sure that he 


Historic Exhibit 


Interesting documents in the half cen- 
tury history of the Colonial Life, includ- 
ing pictures of the original home office 
and early branch offices, photographs of 
presidents of the company, color pages 
of the company’s house organ, clippings 
of a fire which some years ago gutted 
two floors of the home office building, 
copies of letters and other documents 
were on exhibition at the Hotel Astor 
last week. Another part of the exhibit 
consisted of current sales brochures. 





keeps his insurance in force. Another 
is to support wife and children and 
maintain his home. The third is so to 
take care of his family that in event of 
his death the surviving parents will not 
be dependent upon the children. 

In discussing the home Mr. Rutherford 
contrasted the present position of citi- 
zens with the situation in 1890 at which 
time only one of every five persons was 
born in the city. Today, four are city- 
born to one born on the farm. On the 
farm it is possible to build a new room 
on the house when a child is_ born, 
but that can’t be done by a family living 
within the narrow confines of a city lot. 
In the present industrial economy, life 
insurance is more necessary than ever 

3ut life insurance to do the job must 
be sold and, it is obvious that it will 


never be sold adequately over~ the 
counter by some clerk who dishes it out 
as if he were a clerk in a store selling 


a gadget, nor by mail. 

“In covering the people of the nation 
life insurance can do its job only if 
such agents, as I see before me today, 
are of sufficient numbers to sell it,” said 
Mr. Rutherford. “And the more they 
are fitted for the job the better for the 
nation’s economy,” 

In addition to the training which a 
career agent has in his own organization 
the National Association of Life Under- 
writers is doing what it can to help 
agents become more proficient. 

Mr. Rutherford then told-what some 
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of those aids are. He began with the 
formation of the American College of Life 
Underwriters twenty years ago and the 
large number of agents who since have 
been CLU’s. He predicted great in- 
crease in CLU membership in future 
years. He called the strides which have 
been made by the companies in providing 
education and training as marvelous. 
Next, he briefly sketched the new Life 
Underwriter Tr: ining Council and what 
it hopes to accomplish; explained Qual- 
ity Awards and the constant self-im- 
provement of agents. 
Says “Keep Out the Unfit” 

Discussing sales congresses his com- 
ment was that they nad won the respect 
of all the fraternity because of their 
serious nature and. opportunity they 
furnished to agents for observing how 
outstanding men in the production world 
operate, as they explained their tech- 
niques. He touched on qualification and 
license laws and the necessity of their 
enactment and enforcement in order to 
have insurance sold by men who under- 
stand what they are selling and what 
the public should be buying. “Let us 
keep out the unfit,” he said. “That does 
not mean we want to limit the number 
of insurance salesmen. We want more 
of them, but they must be fit; they must 
be qualified.” 

Commenting on the expansion of cov- 
erage he declared it should not run wild. 
He expressed the hope of career agents 
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that companies will study this situatio, 
carefully and not enter too {ar in the 
field of mass coverage, but whateve 
their attitude it should be with the in- 
terest of public ever in mind. Emphati- 
cally he declared that the field of mag 
coverage of the insurance public shoul 
not be on any other basis than where 
there exists an employer-employe rela. 
tionship. 

Before concluding Mr. Rutherford ex. 
plained position of NALU as to Social 
Security, National Service Life Insyr. 
ance and Savings Bank Life Insurance 


Paul Speicher’s Talk 


Paul Speicher, president of the R, & 
R. Service, said agents should measure 
up to their own thoughts, and those 
thoughts should be elevated ones, 

“Talk big, think big and act big,” he 
said. “If it is true—and I think it is— 
that we have the answer to the problems 
of men who are heads of families and 
heads of business — and these include 
answers to Social Security matters and 
the only sensible answer—then, let us 
act as if we have those answers and 
can tell the public the exact facts. Talk 
with confidence because the confidence 
is merited. Keep no one in the dark 
We know that those problems of th 
public cannot be solved without the aid 
of life insurance and the agents are the 
medium through which the life insur- 
ance coverage is placed. So appraise 
yourself, and appraise the problems at 
their true worth and in your work 
live up to the stature that is yours.” 


Talk of Lewis W. S. Chapman 
Lewis W. S. Chapman of LIAMA said 


that those life insurance companies 
which are able to adjust themselves 
entirely to changes in economic and 
social conditions forge ahead of com- 
petitors “playing under old rules.” He 
declared that changed conditions “tre- 
quently proved to be turning points in 
the development -and prosperity of at 
individual company.” Not only are com 
panies facing changes today, Mr. Chap- 
man pointed out, but field men, too, are 
finding a shifting of conditions. 

“In the home office management's 
struggling with new problems affecting 
investment, mortality and expense mar 
gin,” he explained. “Field men_ have 
discovered that such items as recruiting 


spending habits of the public, the cost 
of living and many other factors must 
be dealt with in a new way. There 1s ¢ 


big opportunity today for alert com 
panies and wideawake field forces. 


“The greatest enemy to successitl 
management of yourself 1: surprise, 
the speaker continued.  “!orethouglt 
eliminates surprise, and keeps you from 


} 


being caught napping. Foreilought ' 


planning. You must plan tegy and 
tactics. Now, at the end of the year 
is a fortunate time for your meetint 
for it gives you an opportunity to tak 


stock of your plans and to :ake new 


plans for the coming year. 


CONTINUE DIVIDEND SCALE 


Boston Mutual Life will continue 1 


present dividend scale for tlic yeat 1% 
President Jay R. Benton has announces 
This maintenance of dividen:s will a 
ply to all Industrial and Ordinary Por 
cies except those which hav been let 
with the company upon a paiu-up basis 
The total amount to be set aside 


in 1948 1s 


dividends to become payable “459000 it 


75,000 as compared with 
1947, 
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Prudential’s Position On Mass Coverage 


Vice President E. B. Whittaker, Head of Group Department, Tells 
Company’s Ordinary Agency Conference in Houston, Texas, 
That Its Group Coverage Extension Conforms to 
Sound Underwriting Requirements 


In un address before Prudential’s Ordi- 
nary -lgency Conference in Houston, Tex., 
E.R. Whittaker, vice president of the 
company, said on November 21: 

In 1946 we wrote $290,000,000 of new 
Group Life Insurance and $2,500,000 of 
new premuim income on casualty cov- 
erage, as compared wtih $142,000,000 and 
$1,400,000 five years ago. Our insurance 
in force increased from $2 billions of 
Group Life volume to $2 billion 900 mil- 
lions, and from $4,700,000 to $16,400,000 
of casualty premium income. This year 
we are doing better. As you know, we 
reentered the Group Annuity field two 
years ago, and, while it took us some 
time to get started and train a new 
field force, 1947 is the best year we 
have ever had in the Group Annuity 
business, both as regards business writ- 
ten and amount of premium income. 

The reason for the change in the 
Group picture is not only due to the 
fine cooperation of the Ordinary agencies 
and the building up of our Group field 
force, but also in part to the develop- 
ment of various new forms of Group In- 
surance. For example, some of it has 
been due to the demand for welfare 
programs put forward by labor unions in 
collective bargaining agreements. I am 
sure you have all read the comments on 
extensions of Group Insurance which 
have been made recently, and I would 
like to give you some of the history 
which will explain why we took some 
of the steps we did, as there seems to 
be a certain amount of misunderstand- 
ing, 

Amalgamated Clothing Workers 

About five years ago the Amalgamated 
Clothing Workers of America were the 
first large union to put a demand for 
a comprehensive welfare program in 
their bargaining agreements. There are 
a great many employers whose employes 
belong to this union, and the union 
shopped around for some large Group- 
writing company to accept the risk. They 
did not meet with a very enthusiastic 
response, and the net result was that 
they formed their own insurance com- 
pany, the Amalgamated Life of New 
York, and placed the business there. 
We felt that while the Amalgamated 
Clothing Workers Union, with over 100,- 
000 members, probably had a sufficient 
spread of risk so they could safely 
form an insurance company, yet if other 
smaller industries were to form their 
Own company or self-insure the risk, de- 
Pressions and the law of accidental fluc- 
tuation would cause quite a few of them 
to get into serious financial difficulties. 
This, in our opinion, would have been 
quite a reflection on the Group Insur- 
ance industry. I cannot imagine any- 
thing worse than forcing all these in- 
dustry-wide groups into self-insurance. 
We, therefore, started to re-examine 
union business in the light of sound un- 
derwriting, and found that this new 
type of union insurance really could 
Meet proper underwriting standards and 


furnish protection to the employes of 
the large and even many of the smaller 
busine Ses, 

TL would like to tell you what I con- 
Sider ‘9 be the fundamental principles of 
i underwriting, and there are only 

rr. 

L > ne first place, we must have a 
umcent spread of risk so that we get 
bed’ good risks to offset the inevitable 
thers ies. In almost any group of people 


re about 15% who are considered 


uninsurable according to the regular 
standards of the life insurance business. 
That does not mean that they have one 
foot in the grave and one on a banana 
skin, but simply that they could not 
get individual policies and might reason- 
ably be expected to sign up under a 
Group policy with enormous enthusiasm. 
Under collective bargaining agreements 
all members on the active payroll are 
automatically covered for fairly small 
amounts on a plan precluding individual 
selection. There is, therefore, no chance 
of selection against us as far as mortality 
is concerned. 
Predictable Cost 

The second principle of Group under- 
writing is that the cost must be pre- 
dictable within reasonable limits and 
must not skyrocket in the future. Since 
the only members covered under col- 
lective bragaining agreements are those 
on the active payroll, and insurance is 
either discontinued entirely or reduced 
to a nominal amount on retirement, there 
appeared to be little chance of an un- 
predictable cost. 

Underwriting rule No. 3 is that, since 
Group Insurance contains a fairly small 
expense margin, there must be some 
central source through which the insur- 
ance company can deal for premium col- 
lections and administrative details. Here 
again all the money was to be paid by 
employers under collective bargaining 
agreements into a central trust fund, 
and, therefore, these cases should not 
be unduly expensive to administer. 

Public Relations 

The fourth principle of Group un- 
derwriting involves public relations. We 
must avoid writing any Group case which 
is apt to become a political football, 
such as often happens where the group 
covers elective or political employes. We 
must avoid groups where eligibility is 
limited to an association of employes of 
one employer where the employer may 
use the Group Insurance to attract em- 
ployes into the association, which then 
becomes a company union. We have suf- 
fered from both of these misfortunes 
in the past, and we did not feel that the 
issuance of Group policies to conform 
with collective bargaining agreements 
would cause us any embarrassment on 
this score. So far it has caused us little 
or none. We refuse to take sides as 
between management and labor. The 
Prudential’s job is to sell insurance to 
people who have the legal right to buy 
it, the money to buy it, and where our 
underwriting standards are upheld. I 
want you to remember these four stand- 
ards of Group underwriting, because 
they will come up later in connection 
with associations. 

Now, there are three ways in which 
Group Insurance can be written in con- 
nection with collective bargaining. One 
is where the employes of a single large 
employer get the employer to agree to 
place the benefits in force. This involves 
no problem, as a single Group policy 
is written. The second class is where 
the employes of several employers, many 
of whom are not large enough to buy 
individual Group policies urider the law, 
combine to get insurance through the 
employers contributing a percentage of 
wage to a trust fund. Under the laws 
of some states it is permissible to issue 
policies to the trustees of a fund formed 
by one or more employers in the same 
industry or to a trade or business asso- 
ciation engaged in the same industry, 


Where this can be done it is possible 
to cover both the union members and 
the white collar members under the same 
policy. 

Policies Written Direct to Union 

In other cases, where there is no trade 
or business association or where the in- 
surance laws do not permit the issuance 
of a policy to the trustees of a fund, it 
is possible, in most states, to write a 
policy directly to the union covering 
only those employes for whom employers 
are paying monies for Group Insurance 
into a trust fund. Under the Taft-Hart- 
ley Act this is still possible, as the policy 
may be written to the union and then 
assigned to a trust fund including em- 
ployer members. Where collective bar- 
gaining for Group benefits exists it is 
generally industry-wide in a locality, so 
that it is essential that some method 
be found of covering the small em- 
ployers. This we regard as very natural, 
because if Group Insurance is desirable 
in the case of an employe who works 
for a large firm, it is just as desirable 
from a social standpoint in the case of 
an employe who works for a small firm. 
The only question is how can we manage 
to cover these employes of small firms, 
because if we don’t the whole business 
is likely to be self-insured. 

Now that Group welfare programs are 
becoming more popular, they are fre- 
quently used by employers to attract 
help. One very good example is the 
comprehensive welfare program we have 
in effect at The Prudential, which has 
certainly helped us to attract a high 
class of special agents since its inaugura- 
tion. I think it is up to us, as a company, 
to do everything we can to make the 
same welfare benefits available generally 
to the American public, no matter 
whether they work for small employers, 
as we are able to do for our own people. 

That takes me to a further point of 
general misunderstanding, namely, criti- 
cisms of the provision in the insurance 
laws of many states permitting what we 
call contract relationship groups. Taking 
the New Jersey law as an example, a 
Group policy may cover “the employes 
of subsidiary or affiliated corporations 
of a corporation policyholder and the 
individual proprietors, partners and em- 
ployes of affiliated individuals and firms 
controlled by the policyholder through 
stock ownership, contract or otherwise.” 

The most pertinent example of a con- 
tract relationship group is the Group In- 
surance that you have. You know that 
under the present law you are technically 
not employes of The Prudential. You 
are not subject to Unemployment or 
Social Security taxes. If the Group defi- 
nition were limited to a strict interpreta- 
tion of employer-employe relationship, 
it would be impossible for us to provide 
our Group welfare programs for special 
agents. At the present time we have a 
93% participation under our Group Life 
Insurance covering special agents, which 
shows how much you yourselves ap- 
preciate the benefits. We have 100% 
under our pension plan and 88% under 
our Group Hospital and Surgical plan. 
Now, what is wrong with that? The 
same condition probably obtains in the 
case of the agents of most other life 
insurance companies, and why you people 
should be deprived of the benefits of a 
Group program which you certainly ap- 
preciate, judging by the enrollment per- 
centage, doesn’t make sense to me. 

Now we come to the association 




























































































EDMUND B. WHITTAKER 


groups, which have been the subject ot 
considerable criticism. So far this year 
we have written Group policies to the 
Automobile Associations of six different 
states under the Association or trustee- 
ship sections of the law. In all but one 
case these have been on a _ non-con- 
tributory basis, the individual dealer pay- 
ing the entire cost. As a matter of inter 
est, the maximum coverage of each life 
has been $5,000. We have written a con- 
siderable volume of business of this 
type, and while I don’t have all the 
figures, I would say that we are taking 
adequate care of the employes of the 
small dealers who could not otherwise 
obtain Group Insurance. 

We are at present completing the en- 
rollment under the Pennsylvania Asso- 
ciation, and when I looked up the figures 
just before I left the home office I 
found that we had about 6,000 lives re- 
ported so far. The average employer in 
this group has about ten employes. In 
the case of many of the larger dealers 
there was already an existing policy in 
force or the conditions were such in 
the large towns that the amount of 
sickness benefit which was appropriate 
to country districts was not attractive 
and the dealer took out a separate Group 
policy on his own employes. We think 
that by furnishing this type of business 
and giving the employes of small em- 
ployers the same break that employes 
of large employers get, we are perform- 
ing a real social service. Of course, we 
have to be careful that these association 
groups comply with the standards of 
sound underwriting. We have to get a 
reasonably large number of lives so 
that we won’t get adverse medical selec- 
tion, and there has to be a strong 
association which has frequent contact 
with its members and can get the money 
from the individual dealers so that the 
premium can be paid in one sum to us. 
In all these association groups we have 
provided for reduction or termination of 
insurance at retirement so as to prevent 
the cost from increasing beyond reason. 
It is obviously not sound underwriting 
and we do not write groups formed of 
professional men only without their em- 
ployes. 

Cash Sickness 

There is another very important rea- 
son why it is desirable to cover the 
employes of small employers who cannot 
be covered economically under a single 
policy even if it were legal to do so. 
Group Life Insurance is generally merely 
a part of a package welfare program and 
one of the component items is weekly 
sickness and accident insurance. The 
State of Rhode Island has already got 
a cash sickness law on the books which 
takes the form of a state monopoly and, 
for practical purposes, has driven private 
group sickness and accident insurance 
off the books. The State of California 


(Continued on Page 8) 
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Victor R. Smith, Head of 
Confederation Life, Dies 


WAS INTERNATIONAL FIGURE 





Began Career in Company’s Actuarial 
Department; Former Pres:dent 
Canadian Life Officers 





Victor Roy Smith, 64, president of 
Confederation Life Association of Tor- 


onto, one of the outstanding figures in 
the international world of life insurance, 
and famed also as an actuary, died sud- 
London on 


denly in November 21. He 





VICTOR ROY SMITH 


had gone there on a business trip. Death 
followed a stroke resulting in a cerebral 
hemorrhage. 

Born in Cobourg Mr. Smith received 
his early education in public school and 


college institute at Port Hope and then 


was graduated from Trinity College, 
University of Toronto. He got an M.A. 
and a B.A. degree. 


Joins Confederation Life 

His first insurance job was in the ac- 
tuarial department of Confederation 
Life. He rose successively to assistant 
actuary, actuary, assistant general man- 
ager, general manager and director and 
in 1944 was elected president. He was 
a fellow of Institute of Actuaries of 
Great Britain and Actuarial Society of 
\merica. In 1937 he was elected presi- 
dent of the Canadian Life Insurance 
Officers Association, His interest in 
medical matters was also pronounced. 
He had served as vice president of the 
Canadian Dental Hygiene Council, ex- 
ecutive committee of Canadian Tuber- 
\ssociation, member of joint 
committee of Canadian Medical Associa- 
tion and Canadian Life Insurance Of- 
ficers Association. Another post he held 
was president of Life Insurance In- 
stitute of Canada. He was a member of 
the Canadian Chamber of Commerce and 
was on advisory committee set up under 
the Unemployment Insurance Act. His 
clubs included Rideau of Ottawa; Mount 
Royal of Montreal; National, University 
and Toronto Golf clubs of Toronto. Also, 
he was a member of the Masonic. order. 

His widow was Phyllis Mary Gurd and 
he is survived by two daughters: Phyllis 
and Christina. ; 


( ulosis 





A. C. Thomas Ass’t Manager, Mortgage 
Loans; Benjamin McVey Named 
Chief Appraiser 

Allen C. Thomas, Jr., has been ap- 
pointed assistant manager of mortgage 
loans of the Penn Mutual Life. A 
graduate of Haverford College and of 
the Law School of the University of 
Pennsylvania he has been a member of 
the company’s law department since 
1942, having served as assistant counsel 
the past three years. Before coming 
into life insurance he was law secretary 
to Chief Justice Kephart of Pennsyl- 
vania, then entered law practice with his 
father and for three years was a mem- 
ber of the legal staff of the Home Own- 
ers’ Loan Corporation. 

The company also announced that 
3enjamin McVey has been appointed 
chief appraiser in the morteage loan de- 
partment. He has been with the com- 
pany thirty-five years. 


Sun Life Makes R. J. Simpson 


Indianapolis Manager 


Russell J. Simpson has been appointed 
branch manager for the Sun Life of 
Canada at Indianapolis. succeeding W. 
H. Atteberry whose retirement on pen- 
sion is announced from the company’s 
head office in Montreal, to take effect 
December 12, 1947. 

Mr. Simpson has been associated with 
Sun Life since 1928, holding successively 
the posts of assistant manager at Louis- 
ville and Indianapolis, branch manager 
at New Orleans and. most recently, as- 
sociate manager, Indianapolis. He was 
in the United States Marine Corps dur- 
ing World War II. 

Mr. Atteberry, well-known in United 
States insurance circles, has been mana- 
ger in Indianapolis for the past ten 
vears. He joined Sun Life in 1923. In 
1927 he was named branch manager at 
Evansville, Ind., and remained there un- 
til his transfer to Indianapolis. 


Daniel Cahill in Charge 
Of Purdue Marketing School 


The appointment of Daniel Cahill, 
CLU, as acting director of the Institute 
of Life Insurance Marketing of Purdue 
University, has been announced by Pro- 
fessor C. W. Beese, director of the 
technical extension division of the Uni- 
versity. Mr. Cahill will be assisted by 
Bernard C. Haught, and Robert L. 
White, assistant directors, Robert R. 
Girk and Frank Mellinger. Horace R. 
Smith, former director, will remain in 
the advisory capacity until the shift to 
the new faculty has been completed, 
after which he will assume his new 
duties as assistant superintendent of 
agencies of the Connecticut Mutual Life, 
where he will be in charge of that com- 





pany’s educational and training program. ° 





25 YEARS WITH PRUDENTIAL 

Lester W. Parr, manager of The Pru- 
dential’s district office in Madison, Wis., 
has completed twenty-five years with 
the company. Mr. Parr joined The Pru- 
dential as an agent in Madison in 1922, 
later becoming an assistant district 
manager there. He served in that ca- 
pacity until 1936 when he became man- 
ager of district office No. 1 in St. Paul. 
He assumed his present post in 1940, 
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Growing Interest in LOMA Training 


James H. Kohlerman, educational di- 
rector of Lire Office Management As- 
sociation, returned last week from a 
tour of the Mid-West, during which he 
visited sixty-six life insurance compa- 
nies and spoke to thirty executive and 
employe groups. Said Mr. Kohlerman, 
“life insurance officials are taking in- 
creasing the economic 
educa- 
home and 


cognizance of 


and public relations value of 


tional their 


programs for 


JAMES H. KOHLERMAN 


field office employes.” At most compa- 
nies visited, top management is actively 
promoting the LOMA Institute courses 


and participated in many of the meet- 
ings which he conducted. At American 
Mutual, Des Moines, President E. B. 
Mountain called his entire organization 
together for one-half hour to hear about 
the LOMA program. 

Statistics gathered by Mr. Kohlerman 
indicate a substantial increase in 1948 
enrollments over those of the year just 
passed, when 2,075 students wrote 3,756 
examinations. Some of the reasons cited 
for this expansion of employe activity 
are (1) enrollments of returning vet- 
erans who waited until this year to 
resume their life insurance studies, (2) 
stabilizing of personnel conditions’ in 
certain companies, (3) the Institute’s 
new study aids, and (4) the various 
methods adopted by companies to en- 
courage student participation. Of the 
companies visited, about two-thirds pay 





expenses of examinations and cost of 
books for successful students; forty-six 
companies are providing class instruc- 
tion, six partly or wholly on company 
time. An increasing number of compa- 
nies offer further encouragement in the 
form of cash awards or salary increases, 

Another development reported by Mr. 
Kohlerman was the activity this year 
among field office employes. In cities 
where home offices exist, the latter 
usually invite students from all local 
branch offices to attend their study 
classes. Also, cashier study groups have 
been formed in Indianapolis and Chi- 
cago. R. J. Humphries, president of the 
Cleveland Cashiers Club, is aiding the 
formation of a class at Fenn College, 
which is expected to start about Feb- 
ruary 1. 

Recognition of the academic as well 
as vocational value of the LOMA pro- 
gram is evidenced by the fact that a 
number of colleges are conducting ‘ife 
insurance classes based on the LOMA 
Syllabus, the University of Cincinnati al- 
lowing one point of college credit for 
each class which prepares for an LOMA 
Institute examination. Before the year is 
over, it 1s expected that a second col- 
lege will put the courses on a_ point 
basis. 

A deterrent to advanced students hes 
been the lack of class instruction in ad- 
vanced courses. To remove this handi- 
cap, the Actuarial Club of Chicago is en- 
deavoring to organize a cooperative edu- 
cational plan for Chicago companies, in 
order to provide Chicago students with 
instruction in all LOMA Institute Un- 
dergraduate examinations. 





BROOKLYN PRUDENTIAL MGR. 

The Prudential has announced the 
appointment of Edward C. Dohse as 
manager of its district office No. 6 in 
Brooklyn. Mr. Dohse replaces Henry 
Mehlman, who retired recently after @ 
Prudential association of forty years. 

Mr. Dohse joined The Prudential in 
1927 as an agent in Chicago. He trans- 
ferred to Evanston in 1931, and_ three 


years later was promoted to tle post 
of assistant district manager in Wat- 
kegan. 

He has been a member of the Wat- 
kegan Chamber of Commerce and_ has 
served as president and secretary of the 
Lake County Underwriters Association 
in Illinois. 





CHARLES J. LATTERMAN DIES 

Charles J. Latterman, former agent 
for the Metropolitan Life for thirteen 
years in Auburn, N. Y., died : ently 
after a lingering illness. His wiic sut- 


vives. 
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.. Lbke a Miracle!” 


“I feel as though John were still here . . . signing every 
check, as he used to do. His thoughtful planning with 
his insurance man has given me money for immediate 
bills, and for the children’s college later. The mortgage 
is paid off. Each month, so long as I live, a check will 


come—from him.” 


Struck by grief, but not by fear—this widow sums up 
all that is best in the profession of life insurance. Such 
bittersweet endings are inspiration to the underwriter 
whose planning makes them possible. . . . They are 
dramatic evidence of the quiet miracle of life insurance 
at work. What other profession can offer such deep 
personal gratification, such heartfelt impetus to future 
success? 





ATNA LIFE INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company 
Automobile Insurance Company + Standard Fire Insurance Company 
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Skiff on Financing 
Of New Men in Field 


MANY ASPECTS OF SITUATION 





Phoenix Mutual Secretary Says Largest 
Financial Loss Risk Is When 
Agent Is Hired 





In discussing financing of new agents 
Herbert C. Skiff, secretary of Phoenix 
Mutual Life, told the New York Mid- 
town Managers Association of emphasis 
which is placed on fact that it is impos- 
sible to consider financing as a subject 
isolated from other phases of bringing 
a new man through to success. 

Fundamentally, success with financing 
grows out of adequate selection, train- 
ing, and supervision. While the oppor- 
tunity for good men today is probably 
better than it has been for many years, 
the demands of higher living costs are 
such that the opportunity for the medi- 
ocre man is not as good. It is by and 
large the mediocre men who are respon- 
sible for the bulk of financing losses. 

The Phoenix Mutual recently coop- 
erated with the Life Insurance Agency 
Management Association in a_ study 
covering the experience of twelve com- 
panies with the work of agents who had 
left the business after a short exposure. 
Mr. Skiff quoted from the Phoenix Mu- 
tual experience in this study which in- 
dicated clearly that those men who re- 
plied to the questionnaire felt their 
greatest lack was in areas which could 
have been improved by better training 
and supervision. The human element 
is such an important part in successful 
financing that the demand for close su- 
pervision to permit an understanding of 
what is going on in the mind of the 
agent is clearly evident. 


Agent’s Potential Earhing Power 


Mr. Skiff pointed out that the largest 
risk of financing loss occurs at the time 
the agent is hired. Having once made 
the commitment, a considerable amount 
of money must be made available over 

sufficient period of time to determine 
the agent’s potential. Probably the 
greatest inadequacy at this point grows 
out of the manager’s inability to esti- 
mate properly the prospective agent’s 
potential earning power. Under present 
day conditions, this is particularly true 
where men may come from jobs which 
are producing artifically high earnings 
and which may not indicate that the 
man is an equally good candidate for 
this business. 

In addition to the generally accepted 
premise that, in order to be a satisfac- 
tory candidate for financing, a man must 
have an Aptitude Index of A or B, the 
Phoenix Mutual has determined from 
their experience that men under age 25 
must be top score men to be satisfac- 
tory risks. The element of age or 
maturity seems to play an important 
part. A recent study undertaken by 
this company of approximately 400 
cases, comparing the success of service- 
men inducted since the war, shows that 
the contract persistency and production 
improve progressively through the rank 
of private, non-commissioned officer, 
and commissioned officer. However, 
results superior to any of these groups 
were secured with men who had not 
been in the service. The particular 
point of deviation seemed to be that the 
average age of each of the three mili- 
tary groups was 29, whereas the average 
age for the remaining group was 36. 


Importance of First Few Months’ 
Experience 


Mr. Skiff then demonstrated from 
Phoenix Mutual experience that the 
probable outcome from the financing of 
an individual agent could be foreseen 
in the early months under contract. If 
after three or four months production 
was not up to a standard which has 
been developed by this company in re- 
lation to the man’s living requirements, 
then the chances for those results being 
brought to an adequate point later are 


highly problematical. “The issue,” he 
said, “is generally clear-cut in the sec- 
ond month. Either the production is 
well ahead of the expected amount or 
well behind. Those whose production is 
behind are where the heavy losses oc- 
cur. 

Mr. Skiff concluded the presentation 
by emphasizing that figures alone can- 
not determine the forecast, and gave a 
check-list of field progress as a guide 
to the manager in analyzing the less 
tangible phases of the agent’s develop- 
ment. 


HEAR DAVID B. FLUEGELMAN 

The professional nature of life insur- 
ance underwriting was stressed in a talk 
by David B. Fluegelman, Northwestern 
Mutual, New York, president of the New 
York State Association of Life Under- 
writers, at a recent dinner meeting of 
the Northern New York Association of 
Life Underwriters in Watertown. About 
100 insurance men, lawyers, bankers and 
accountants from Watertown and _sur- 
rounding communities attended. George 
T. Maher, association president, presided. 








Just what does Connecticut General’s “extra 
man” offer to a busy brokerage office? 


Take your own office 


perhaps this morning you would 


like a sales presentation to show a client on a 10 payment 
retirement insurance contract with all premiums discounted 
or the answer to a technical question on a pension plan 
your Connecticut General man would have it in your 


hands promptly. 


service for brokers has one aim 


The saving in your time is obvious. 


Our 


to bring to bear on a 


broker’s problems every facility of the Connecticut General 
organization, including underwriting, actuarial, legal and other 
specialized advice available through its Advisory Bureau. It 


is a service worth investigating 


to obtain it, you need 


only call your nearest Connecticut General office. 


CONNECTICUT 
' GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE. ACCIDENT ANDO 
HEALTH INSURANCE. SALARY 
ALLOTMENT INSURANCE AND AN- 
NUITIES ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 

















Continental American 
Manager for Buffaly 





DONALD C. MITCHELL 


Donald C. Mitchell has been appointed 
manager of the Buffalo branch office 
of Continental American Life, according 
to an announcement by Max S. Bell, 
agency vice president. Mr. Mitchell, who 
is well known in northern New York, 
is the son of Dr. C. A. Mitchell, million 
dollar producer and former associate of 
the Clay Hamlin agency in Buffalo 
Following his graduation from Nichols 
Preparatory School, Mr. Mitchell at- 
tended Cornell University and the Roger 
Bobson Institute. He is also a graduate 
of the Management School of the Life 
Insurance Agency Management Associa- 
tion held at Quebec last April. 

In January, 1943, Mr. Mitchell entered 
the armed forces. A few months later, 
when honorably discharged, he became 
associated with his father in selling life 
insurance. In 1944 he was appointed gei- 
eral. agent in Buffalo for United States 
Life. ; 

Mr. Mitchell is active in civic affairs 
in northern New York and was awarded 
the Diamond Key of meritorious service 
by the Buffalo Junior Chamber of Com- 
merce. He is a member of numerous 
clubs including the Buffalo Athletic Club, 
Canoe Club, Junior Chamber of Com- 
merce, American Legion and the Cornell 


Club. 





Whittaker Talk 


(Continued from Page 5) 


also has a cash sickness law, but un- 
fortunately, “Contracting out” is per 
mitted and employers who wish to cover 
their employes under a private plan 
either through Group Insurance or selt- 
insurance are permitted to do so. 

We anticipate that cash sickness laws 
will become quite general in the near 
future, and we feel that the better the 
job private industry can do the mort 
chance there is of us remaining in the 
picture as in California, instead of being 
frozen out as in Rhode Island. ; 

Statements have been made elsewhere 
as to certain possible extensions 
Group coverage. I cannot imagine an) 
such expansion in The Prudertial, sinc¢ 
it could not conform to sound under 
writing requirements. 


ABLERT C. LEFEBVRE DIES 
Albert C. Lefebvre, 61, representativ’ 
of New England Mutual Life's, Mam 
chester, N. WI. general agency, died fe 
cently jn Rochester, N. H. as the resi’ 
of a heart attack. He was associated = 
New England Mutual for twenty-l6" 
years. 
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THE NORTHWESTERN MUTUAL 


is proud that 


one hundred thirty-two of its career underwriters 





qualified for the Million Dollar Round Table 


of the National Association of Life Underwriters 


in their club year 1946-1947 
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Zazove Case Review 
Before Supreme Court 


SOLICITOR GENERAL ACTS 


National Service Life Insurance Fund 
Liable for Huge Sums Under 
Appeals Court Decision 


Washington.—Claiming that under the 
terms of the Court of Appeals decision 
in the Zazove case, Congress will be 
forced to appropriate tens of billions of 
dollars or the National Service Life In- 
surance Fund will be forced to default 
on its obligations, the Solicitor General 
has filed with the Supreme Court of the 
United States a petition for a review 
of the case. 

The practical effect of the disputed 
decision would be to enable NSLI bene- 
ficiaries thirty or more years old at 
the time of the insured’s death to re- 
ceive the full face value of their policies 
every ten years for as long as they live. 
The petition for a review states that 
this interpretation of the National Serv- 
ice Life Insurance Act of 1940 as 
amended “by its violation of funda- 
mental and universally accepted actuar- 
ial principles, increases the potential lia- 
bilities to be satisfied out of the Na- 
tional Service Life Insurance Fund by 
tens of billions of dollars in excess of 
the premiums paid in.” 

The tremendous sums of money in- 
volved and the large numbers of policy- 
holders and beneficiaries affected have 
caused great concern in the Veterans’ 
\dministration, and as a consequence 
the phraseology of the petition has been 
described by leading Washington legal 
experts as “unusually strong for such 
documents.” 

Although the Supreme Court rarely 
grants such petitions, legal opinion in 
Washington holds that in this case the 
petition will be granted. However, one 
alternative possibility has been  ad- 
vanced. According to this view, it is 
held that in the event the Supreme 
Court finds the law to be faulty to the 
extent that amendment by Congress is 
necessary, the Court will deny the peti- 
tion in order to force Congress to ex- 
pedite the necessary amendments. 

Questioned as to whether any such act 
of Congress could be made retroactive 
so as to eliminate such liability on the 
part of the Veterans’ Administration, a 
legal expert said that there is nothing 
in the Constitution preventing Congress 
from abridging any contract, and that 
while this has never actually been done 
the present case is so serious that there 
“is a distinct possibility that it will be 
done if the Supreme Court does not re- 
verse the Court of Appeals.” 


Solicitor General’s Petition 


The Solicitor General’s petition, after 
describing in detail sound actuarial prac- 
tices, documenting what it termed the 
aims of Congress in drafting the legis- 
lation, and citing various sections of the 
legislation to bolster the Government’s 
case, concluded: 

“From a_ financial standpoint, this 
case is of vital importance to the Vet- 
erans’ Administration and to the United 
States. As appears in the letter from 
General Bradley, Veterans’ Administra- 
tor... if the decision below is not re- 
versed, the liabilities of the National 
Service Life Insurance Fund would be 
increased by about 18 billions of dol- 
lars on policies which have already ma- 
tured. Moreover, there are outstanding 
in full force and effect, policies bearing 
a face value totaling 35 billions of dol- 
lars. It is estimated by the adminis- 
trator... that if the decision below be 
allowed to stand, the actual value of 
these policies could reach an aggregate 
of 97 billions of dollars, an increase of 
62 billions in excess of face value. It is 
further estimated that if 10% of the 
policies lapsed were reinstated, the in 
creased liabilities in excess of the face 
value of the policy would be 19.7 billion 
dollars, and in the light of the dispro- 
portionate value of option (3), reinstate- 





Celebrate Opening of 
Guardian’s Dallas Agency 


The opening of the Dallas agency of 
the Guardian Life was formally cele- 
brated at a luncheon last week. The 
agency, Guardian’s sixtieth office, is 
located in the Wilson Building and will 
be managed by FE. E. Dale. 

Attending the celebration from the 
home office were Guardian’s president, 
James A McLain and Frank F. Weiden- 
borner, agency vice president. Among 
the guests were Mayor James R. Temple, 
representative Dallas non-insurance busi- 
ness leaders, general agents and man- 
agers, and home office officials of Texas 
life insurance companies. 





ments in excess of 10% may reasonably 
be anticipated. 

“The decision below, which requires 
the United States to assume such astro- 
nomically increased liabilities, is one 
which imperatively requires review by 
this Court.” 

Counsel for the National Association 
of Life Underwriters when questioned 
revealed that although the association is 
watching the progress of the case “with 
great interest” no active steps are con- 
templated at present. 


Albert Hirst to Address 
New York CLU’s December 4 


The next meeting of the New York 
CLU Chapter will be held December 4 
at which time Albert Hirst will discuss 


“Estate Planning in an Attorney’s 
Office.” The meeting will be held at the 
Union Central Assembly Room, 225 


Broadway, at 3:00 p.m. Mr. Hirst is 
counsel for the New York State Asso- 
ciation of Life Underwriters. Chairman 
of the program committee is John Pit- 
man. 


Gulf Life Managers Meet 


The provisions of insurance legisla- 
tion in the State of Florida, as provided 
by the 1947 session of the legislature, 
were explained by J. Edwin Larson, 
state treasurer and Insurance Commis- 
sioner, at the fall meeting of managers 
of the Gulf Life Insurance Co. in Jack- 
sonville last week. Edwards Faircloth, 
Deputy Insurance Commissioner, ex- 
plained specific legislation which set up 
qualifications for insurance agents op- 
erating in Florida. The act becomes ef- 
fective within the next few weeks. 

T. T. Phillips, chairman of the board 
of directors of Gulf Life, and his 
brother, E. L. Phillips, president of the 
company, were among the speakers on 
the program. 








FOR THE 
GANDER 


Tue LIFE UNDERWRITER who sells income secu. 
rity for his client is entitled to the same thing for 


himself. 


Yet no agent's income is safer than the renewals* 


on which it is based. 


That's another reason more Occidental agents are 
selling Life Insurance in combination with Acci- 


dent & Sickness these days. 


Both the Life Insurance and the Accident & Sick- 
ness stay on the books better when sold in com- 


bination. 


This is noticeable when the policyholder is well 
and healthy. It's even more noticeable when dis- 
ability cuts off his normal income. 


Combination policies thus insure your renewals 
while they insure the policyholder’s insurance. 


OCCIDENTAL LIFE Insurance Company 


0 i Californie %& V.H. JENKINS, Senior Vice-President 


"We pay lifetime renewals-they last as long as you do” 





State Vice Presidents 


Of American Life Conve:tion 

R. B. Richardson, president of Amer. 
ican Life Convention, and of \\ estern 
Life, Helena, Mont., has announced the 
appointmennt of forty-five stat. vice 


presidents of the convention serve 
through 1948. They will work in ihe in- 
terests of the 216 member companies of 
the convention and their policyholders 
as well as assist in the important work 
of carrying out convention policies and 
activities and in coordinating member 
relations in the jurisdictions to which 
they have been appointed. 

The appointments announced |)y Mr 
Richardson include vice presidenis {or 
forty-one states, the District of Colum- 
bia, and three provinces of Canada, 
These state officers of the convention 
are: 


ALABAMA—frank P. Samroid, 
Liverty National Lite, birmiuguaiu, 

AKNANSAS—Eimo Walxe:, president, Union 
Lite, Little Kock. 

LALALUORNIA—Fiancis V. Keesling, presi. 
dent, West Coast vite, dan rraucisco. : 

COLUKADU—\y. Lu. paldwit, president Se- 
curity Lite and acc.uent, venver. : 
»-CONNECTICU1—munara Bartels, 
counsel, ‘lravelers, Ha.tiord. 
_DELAWAKE—auoiph A. Rydgren, president 
Continental Ame:ican Lire, W umington, : 
DISTRICT Ur CULUMBLA—noward \y, 
Kacy, first vice president, Acacia Mutual Lite, 
VW ashington, 

FLOKIDA—S, Kendrick Guernsey, vice 
president, Gulf Life, Jacksonville. 

GEUKGULA—J, Lon Duckworth, general attor- 
ney, Lite insurance Co. ot Georgia, Atianta, 
ALLINOLS—ikoum M. Clark, frst vice presi 
dent and secretary, Continental Assurance, Chi 


cago. 
1NDIANA—E, Kirk McKinney, _ president, 
Jefferson National Lite, Indianapotis. 
LOWA—E, M. McConney, president, Bankers 
Lite, Des Moines. 
_ KANSAS—H. 0O. Chapman, president, Na- 
tional Keserve Life, Topeka. 
KENTUCKY—wMorton Boyd, president, Com- 
monwealth Life, Louisville. 

UISIANA—E. J. McGivney, vice pres. 
dent and general counsel, Pan-American Lite, 
New Orleans. 

MAINE—Rolland E. Irish, president, Union 
Mutual Life, Portland. 

MARYLAND-—Stantord Z. Rothschild, pres.- 
dent, Sun Life of America, Baltimore. 

MASSACHUSETTS—Byron K. Elliott, vice 
ey and general counsel, John Hancock 

utual, Boston. 

MICHIGAN—Lee J. Treanor, vice president, 
Michigan Life, Detroit. 

MINNESOTA—H. P. E. Skoglund, president, 
North American Life and Casualty, Minneapo- 


lis. 

MISSISSIPPI—W. Calvin Wells, vice presi 
dent and general counsel, Lamar Life, Jackson. 

MISSOURI—Powell B. McHaney, vice presi- 
dent and general counsel, General American, 
St. Louis. 

MONTANA—F. E. Young, vice president and 
actuary, Western Life, Helena. 

NEBRASKA—W. W. Putney, president, Mid- 
west Life, Lincoln. 

NEW HAMPSHIRE—John V. Hanna, prest- 
dent, United Life and Accident, Concord. 

NEW JERSEY—Carrol M. Shanks, prest- 
dent, Prudential, Newark. 

NEW RK—Frederick D. Russell. prest- 
dent, Security Mutual Life, Binghamton. 

OH1O—George W. Steinman, president, Mid- 
land Mutual, Columbus. 

OKLAHO 


president, 


general 


MA—Joe D. Morse, _ president, 
Home State Life, Oklahoma City. ; 
OR N—Raymond R. Brown, president, 


Standard, Portland. ; 
PENNSYLVANIA—Jay N. Jamison, execu- 
tive vice president, Reliance Life, Pittsburgh. 
SOUTH CAROLINA—Francis M. Hipp. 
president, Liberty Life, Greenville. : 
DAKOTA—F. L. Bramble, pres! 
dent, Midland National, Watertown. 
TENNESSEE—J. F. Finlay, general counsel. 
Interstate Life and Accident, Chattanooga. 
TEXAS—C. F. O’Donnell, president, Sou'h 
western Life, Dallas. ‘ F 
UTAH—George J. Cannon, executive vice 
president, Beneficial Life, Salt Lake City 
VIRGINIA—R. V. Hatcher, president, At!a” 
tic Life, Richmond. 
WASHINGTON—D. M. 
Northern Life, Seattle. : 
WEST VIRGINIA—Frank K. Rader, 
dent, Conservative Life, Wheeling. 
WISCONSIN—James H. Daggett, 
Old Line Life, Milwaukee. . 3 
ONTARIO—S. C. McEvenue, president, Cat 
ada Life, Toronto. , in 
QUEBEC—Arthur B. Wood, president, 94 
Life of Canada, Montreal. : : ms 
MANITOBA—H. W. Manning, vi te 
dent and managing director, Great-West Life. 
Winnipeg. . 


Morgan, president, 
presi- 


president, 
I 





BANKERS OF IOWA SCHOOL 


Fifteen salesmen from ten agencies 
of the Bankers Life of Des Moines 
were in attendance at a home office 
school of instruction in Des Moines 
from November 10 through 14. The 
school, second in the company’s series 
of four for its agents, was under the 
direction of the sales training division. 
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Sexton Appointed to 
Texas Post by Franklin 


,ouncement of the appointment of 
Sexton as general manager of dis- 
igencies for Franklin Life in San 
Antonio, was made by President Chas. 
E. Becker. Mr. Sexton will have com- 
charge of the sales department of 


plet . . 

the company’s industrial division, to- 
geticr with other duties. Mr. Sexton, 
for the past fifteen years has been as- 
soc. ed with the John Hancock in 
vari is Capacities, starting with that 
company in 1932, after winning inter- 
national athletic fame as Olympic Shot 


hampion in 1932. 


Put alae 
soliciting 


Becinning as a 
isborough, N. Y., he was succes- 


agent in 


Our 

sive promoted to assistant district 
manaver, district supervisor, home office 
supervisor of field training, acting re- 
giont! manager in Chicago, and_ finally 
regional manager in Detroit, which po- 
sition he held at the time he associated 
himself with the Franklin Life. Mr. 
Sexton is the son of William P. Sexton 


who prior to his death in 1937 had com- 
plete forty years in the life insurance 
business, the last twenty of which were 
spent as manager for John Hancock in 
Brooklyn. 


C. W. Griffith Memorial 


Sponsored by the Columbus CLU 
chapter, a movement was launched for 
a memorial to Charles W. Griffith, past 
president of the Columbus CLU chapter 
and past president of the Columbus As- 
sociation of Life Underwriters, who lost 
his life in the service on October 10, 
1945. Already, it is announced, an ap- 
preciable sum of money has been turned 
over to Ohio State University, which is 
the trustee for the Charles W. Griffith 
Insurance Memorial. The immediate pur- 
pose of the Griffith Memorial is a com- 
plete insurance library to be available 
to students and to members of the life 
insurance profession. Gilbert Moody, 
CLU, is chairman of the  chapter’s 
memorial committee. 








Washington, D. C. Families 


Lead in Life Insurance 


Residents of the District of Columbia 
continue to enjoy the highest average 
ownership of life insurance per family in 
the country, with the families of De!a- 
ware second, and New York and New 
Jersey families tied for third, according 
to the Institute of Life Insurance. 

Average life insurance per family 
owned by residents of the nation’s capi- 
tal at the start of this year was $7,200 
or $2,800 above the U. S. average of 
$4,400, the Institute reports. Total pro- 
tection owned by District of Columbia 
families was $1,599,510,000. 

Ihe average per family in Delaware 
was $7,100, representing aggregate pro- 
tection of $566,122,000. The average per 


family for residents of New York was 
$6,700, representing an aggregate owner- 


ship of $26,029,598,000. New Jersey also 
reports an average per family of $6,700, 
With total ownership at $7,977,821,000, 
While Connecticut, ranking fourth, was 
credited with an average per family of 
$6,300 and an aggregate ownership of 
$3,410,123,000 protection. 





CONN. MUTUAL’S RECORD GAIN 
In ctober the Connecticut Mutual 
Life paid for $29,607,947 of life insurance, 
4 record month for the company. This 
is 45°" better than its largest previous 
month, April, 1946, when $20,605,169 of 
hew business was paid for. Business for 
the r to date amounts to $192,470,832 
which is 89% better than for the same 


Period in 1946, 


D. M. BERNSTEIN DIES 

il M, Bernstein, 73, insurance pro- 
n Utica, N. Y., for many years, 
ccently in his home after a long 








JEFFERSON STANDARD MEETING LEAGUE OF LIFE WOMEN MEET 


Jefferson Standard’s sixty-three man- 
agers and general agents are being called 
the 
meeting on 
Agency Manager Karl Ljung. Purpose of 
the meeting will be to acquaint the man- 


into home office for a_ three-day 


December 8-10, announces 


agers and general agents with the rate 
changes, values, new policy forms and 
other changes about by the 
shift to the CSO basis to become effec- 
tive January 1. 


brought 


The November meeting of the League 
Women was held in 
Wanamaker'’s with 


of Life Insurance 
the Club 
President 
Grace Ross, New York Life spoke on 
“Organization.” Marion Morris, United 
Mutual Benefit Life, discussed “The 
Viewpoint of Management” and Helen 
Ulrich, Equitable Life Assurance So- 
ciety, also addressed the meeting. The 
next meeting of the league will be held 
December 2. 


Room at 
Florence Johnson, presiding. 


Great-West Has Economist 

Great-West Life, Winnipeg, announces 
the appointment of S. H. Sutherland as 
economist for the company. Mr. Su 
therland was associated with the Sun 
Life from 1929-36 and since that time 
has served as economist to a firm of 
investment dealers. Robert L. Jex has 
been appointed assistant group secre 
tary at the home office of the company; 
and T. W. McKay, formerly branch su- 
pervisor at Hamilton, Ont., has been 
named assistant group supervisor at that 
branch. 








There’s just one GORDON GRANT 


NOTE 

If you would like a State Mutual 
Gordon Grant Calendar, get in 
touch with your State Mutual 
General Agent or write direct to 
the Home Office. As long as the 
supply lasts, we'll gladly handle 
such requests. We believe in shar- 
ing the good things of life. 





| 





Calendars come and go and of making them there is no end. 


But,— there’s just ONE Gordon Grant. Again in 1948, State Mutual 
presents a calendar of marine water colors by Gordon Grant . . . an 
“exclusive” by State Mutual. 


A “name” artist, all water colors, all marine scenes, State Mutual 


ASUWLAIUCE 


considers its Gordon Grant calendar a definite sales promotion asset. 
Another instance of an old Company keeping young . . . further 
evidence that in the field of prestige-building as well as in others, 


STATE MUTUAL IS DOING THINGS. 


STATE MUWAL LIFE 


OF WORCESTER. MASSACHUSETTS 





ee 


Incorporated 1844 


| AN OLD COMPANY WITH A YOUTHFUL OUTLOOK 
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John Hancock Now Has 2 
Los Angeles Agencies 


Cc. L. J. FEE HEADS ONE OF THEM 


Harold G. Saul, General Agent Since 
1925, Forms Partnership With 
Edwin R. Joos 


The John Hancock Mutual Life has 
established a second agency in Los An- 
geles under the direction of Charles L. 
J. Fee. Harold G. Saul, who has been 
Los Angeles general agent since 1925, 
has taken Edwin R. Joos into partner- 





— 





EDWIN R. JOOS 


ship and that agency will continue op- 
erations at 510 West Sixth Street. 
Mr. Fee’s Career 


Mr. Fee is a graduate of University 
of California, class of ’22, and since 
April, 1945, has been manager of John 
Hancock Group operations covering the 
entire Pacific Coast area. He has been 
associated with the John Hancock since 
he opened the Los Angeles territory for 
the Group Department in 1931. Mr. 
Fee will have with him as associate 
general agent, Ed. V. Linsenbard who 
has had thirteen years of Los Angeles 
insurance experience and was formerly 
connected with the Hoyt M. Leisure 
agency, Occidental Life. He returns to 
the insurance business from industrial 
relations and sales management work. 

Mr. Joos has been associated with the 
home office of the John Hancock as 
supervisor of field sales and has been 
with the company all his business life. 
He attended the Pasadena Junior Col- 
lege, Pasadena, Cal., and University of 





HAZEL B. PRICE APPOINTED 
Named Associate General Agent of 
R. L. Feldman Pittsburgh Agency, 
Union Mutual Life 


Hazel B. Price, CLU, has been named 
associate general agent of the Robert 
L. Feldman Pittsburgh agency of the 
Union Mutual Life. Portland, Me., Har- 
land L. Knight, agency vice president, 
announced. Mrs. Price, among the first 
women producers to attain the CLU des- 
ignation, joined the Feldman agency as 
supervisor of the women’s department in 
1943. She ranks as one of the company’s 
outstanding representatives and_ holds 
membership in its leading production 
clubs. 


ATLANTIC LIFE NAMES TWO 


Atlantic Life has announced the elec- 
tion of Robert W. Corstaphney, Jr., 
as attorney and Dr. Robley D. Bates, 
Jr., as assistant medical director, accord- 
ing to an announcement by Robert V. 
Hatcher, president. 


é 
5. 
C. 1... J. PRE 


Minnesota, class of ’35. He began his 
insurance career at the John Hancock’s 
Minneapolis agency. His promotion to 
the general agency department at the 
home office came in 1941, 





Agency Management Schools 


The board of directors of the Agency 
Management Association has authorized 
six schools in agency management to be 
held in 1948, it was announced by Lewis 
W. S. Chapman, director of company 
relations. 

Two of the schools will be open to 
representatives of companies writing 
both weekly premium and Ordinary in- 
surance, while the remaining four are 
for Ordinary companies. 


The schedule: March 28 to April 9, 
Ordinary, Hotel Coronado, Coronado, 
Calif. April 26 to May 7, Combination, 
Edgewater Beach Hotel, Chicago. May 
31 to June 11, Ordinary, Thousand Is- 
land Club, Alexandria Bay, N. Y. June 
14 to June 25, Combination, University 
of Connecticut, Storrs, Conn, June 12 
to July 23, Ordinary, Edgewater Beach 
Hotel, Chicago. July 26 to August 6, 
Ordinary, Edgewater Beach Hotel, Chi- 
cago. 

The schools, open to representatives 
of member companies, were started in 
1922, While essentially for agents and 
managers, the schools also are attended 
by home office agency men. Since 1922, 
a total of 3,419 men from over 200 com- 
panies have completed the two-week 
course. 

Applications for the 1948 schools will 
be accepted until December 31, 1947. 





THere’s LIFE in toe BERKSHIRE 


**This is the complete kit of up-to-the-minute prac- 
tical sales tools designed expressly to help you get 
business. You will find this material immensely 
helpful in obtaining live leads, paving your 
way to sales interviews and in closing business.” 





ES, the Manual of Sales Literature is an up-to-date 
catalogue and ready reference file of printed sales 
tools which have met the test of proved results. 
Samples of all printed pieces available to Berkshire 
Associates are classified and filed according to the 
twenty-three basic needs for life insurance, with an ex- 
planation of the purpose of each item and suggestions 
as to how it may be used most effectively. 


" Beckshize 
ASK 


ANY 


LIFE INSURANCE COMPANY 


INCORPORATED 1851 
HARRISON L. AMBER, President 


PITTSFIELD, MASS. 





ASSOCIATE 
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New England Mutual’s New 
General Agent At Albany 


New England Mutual Life has ap. 
pointed George D. Farrington, now 
agency supervisor in Newark, {5 be 
agency manager in Albany, N. Y., «ffec- 
tive December 1. Robert L. Cum: ings 
CLU, general agenf for the past seven 
years, has asked to be relieved of ex. 
ecutive duties in order to devote more 
time to his large personal clientele, He 
will maintain his connection with the 
agency as associate general agen: 

Mr. Farrington, graduated from Uni- 
versity of Pennsylvania’s Wharton 
School in 1933, has an exceptional life in- 
surance background. After studying un- 
der Dr. Huebner, he entered the home 
office of a large insurance company and 
received training in actuarial, auditing 
and underwriting procedures. In 1936 he 
went to Grand Rapids, serving as agency 
cashier for three years before taking 
on supervision and personal production 
work. He was appointed a district man- 
ager in 1941, 

He joined New England Mutual's 
Philadelphia agency in 1943 but after 
six months entered the army transporta- 
tion corps. During his overseas service 
in the South Pacific, he was made master 
of an Army transport cargo ship. When 
he returned to civilian life in July, 1946, 
he joined New England Mutual’s Newark 
agency as supervisor, where he has done 
an outstanding job in recruiting and 
supervising new men. He is a member 
of Sigma Phi Sigma fraternity, Newark 
Athletic Club and the Newark Associa- 
tion of Life Underwriters. 





Life Purchases Show 3% 
Increase, for October 


Life insurance purchases in the United 
States in October showed an increase 
of 3% over purchases in the correspond- 
ing month of last year, and were 52% 
greater than the aggregate reported for 
October, 1945, according to a report by 
the Life Insurance Agency Management 
Association, Hartford. Total purchases 
in October were $1,856,703,000, compared 
with $1,796,548,000 in October of last 
year and $1,221,831,000 in October, 1945. 

Purchases of Ordinary life insurance 
in October were $1,290,105,000, up 3% 
from October a year ago and 49% from 
the total in October, 1945. Group life 
insurance purchases were $200,793,000 in 
October, an increase of 1% from October 
a year ago and more than twice the 
figure for October, 1945. These purchases 
represent new Groups set up and do not 
include additions of insured personnel 
under Group insurance contracts already 
in force. 

In the first ten months of the year 
total life insurance purchases were $17, 
674,471,000, substantially unchanged from 
the first ten months of 1946, but 54% 
greater than for the corresponding 
period of 1945. Purchases of Ordinary 
life insurance accounted for $12,039,605,- 
000 of the ten month’s aggregate, a 
decrease of 6% from last year but 51% 
over the 1945 total. Industrial life insur- 
ance purchases represented $3,476,201,000 
of the current year’s total, an increase 
of 4% as compared with last year, while 
Group life insurance purchases amounted 
to $2,158,665,000, an increase of 31% as 
compared with the first ten months ol 
last year. 





MASS. MUTUAL INCREASES 


October delivered business reported 
by the Massachusetts Mutua! Life 
amounted to $35,500,674, the Jargest 
month in the history of the 96-ycar-ol 
company. A previous high of $35,298,- 
322 was in December, 1929. Total de- 
liveries for the first ten months were 
$228,763,816, a gain of $30,441,750 over 
the corresponding period in 194¢ Life 
insurance issues last month were $52 
314,498, an increase of $27,307,159 over 
the amount for the same month a yeat 
ago. 
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Cc. Preston Dawson, 45, 
Dies of Heart Attack 


PROMINENT GENERAL AGENT 





Headed New England Mutual Agency 
Here; Tax Authority, Much in 
Demand as Speaker 





The sudden death on Friday of last 
week of C. Preston Dawson, general 
agent for New England Mutual in New 
York, removed one of the most promi- 
nent and talented life insurance men of 
the city at the height of his career. He 
was 45 and had been a success from his 
entrance into life insurance on 


first 





C. PRESTON DAWSON 


graduating from Bucknell College in 
1924. About two weeks ago he had a 


heart attack and had since been in a 
hospital. 

A ready speaker, he was in constant 
demand to talk before insurance gather- 
ings all over the country and in Canada 
and was most familiarly known as “Pep” 
Dawson. He held the CLU designation, 
was on important committees of the Na- 
tional Association of Life Underwriters, 
being chairman of two subcommittees 
of its committee on Federal law and 
legislation dealing with pension trust 
legislation and tax liability under agents’ 
retirement plans. He made frequent 
trips to Washington for the association 
in connection with tax matters. 

Started With Mutual Benefit 

First affiliation of Mr. Dawson in the 

business was with Mutual Benefit as a 


producer where he made a quick suc- 
cess becoming after a few years in- 
structor of agents, personnel director 
and brokerage service manager. Then 


he became assistant agency manager in 
charge of production for the old Beers 
& Delong agency. 

Going with William H. Beers then 
general agent of New England Mutual 
Life in New York in 1932 as production 
manager, he was made joint general 
agent in 1938 and upon dissolution of 
the firm on June 1, 1939, he assumed 
full responsibility as general agent. 

At Bucknell College he was elected to 


Phi Beta Kappa scholastic honor so- 
ciety and to Phi Gamma Delta. He is 
Survive! by Mrs. Dawson, who was 
coe \lay Iddings, another Bucknell 
gradu; 


.and a daughter and son. 
George L. Hunt’s Comments 

In « imenting on the career and per- 
sonality of Mr. Dawson, George L. 


ice president, New England 
Mutu; 


“Tn 
son th 
one © 
he 
ie wa 
tor his 
ability 
shape ] 


said: 

© passing of C. Preston Daw- 
if insurance business has lost 
s most able members. ‘Pep’, as 
imiliarly known, was respected 
ncisive thinking, as well as his 
0 sense developing trends and 
‘€ Insurance procedures to meet 


new economic situations. He was one 
of the most loyal, as well as one of the 
most capable representatives of the New 
England Mutual. He was also a man 
whose friendship was cherished by all 
who knew him. Only last month he was 
elected president of the general agents’ 
association of the company. 

“During the nine years in which he 
headed the Dawson agency approx- 
imately $70,000,000 of business have been 
placed on the books of the company 
and his agency has enjoyed one of the 
most rapid growths of any agency es- 
tablished by the New England Mutual. 

“I know that I voice the feelings of 


every official of the company, as well 
as every general agent of our company, 
when I say that each of us has a feel- 
ing of great personal loss in the pass- 
ing of this associate.” 

The New England Mutual’s home of- 
fice delegation to the funeral consisted 
of Mr. Hunt, Homer C. Chaney, direc- 
tor of agencies; Robert J. Lawthers, 
manager of benefit and insurance trust 
departments, and Edward T. Byrne, 
assistant auditor. Many general agents 
attended, including Benjamin V. Davis, 
Richmond, Va., vice president of the 
New England General Agents Associa- 
tion. Mr. Dawson had been elected 


president of that association at the re- 
cent Mackinac convention. 
As Seen by Eugene Thore 

Eugene M. Thore, general counsel of 
Life Insurance Association of America, 
said: 

“Preston Dawson was an exceptional 
leader whose many talents will be sadly 
missed by the insurance business, and 
especially by his friends at the Life 
Insurance Association of America. 
Throughout ‘his successful career, he de- 
voted himself unstintingly to a myriad 
of field and management problems which 


(Continued on Page 16) 





men succeed. 
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From coast to coast... border to border... 
This Field Man’s a Team Man! 


North ,.. South... East... West... wherever the agency 
with which the Home Life field man is associated . . . the 
success he builds for himself is helping other Home Life 


For Home Life field men follow the same basic plan of 

operation. They share the same career objectives. Planned 
Estates service . . . Balanced Field Activity . . . Incentive 
Salary Plan—they’re the same in every Home Life city. 


Because the same basic plan of operation permeates the 
entire company, the things which contribute to any one 
man’s success can and do help others to succeed. A con- 
tinuous exchange of ideas—with the home office serving 
as their research laboratory — makes available to all 
field men the improvements and refinements that are 
constantly being developed by their associates. 


That’s one of the reasons why the average production 
per full-time field underwriter has climbed steadily year 
after year (in 1946 it was $316,400). ... 


Why the average size policy has risen from $5,001 in 
1936 to $11,799 in 1946. 


Yes, this field man’s a team man. And by building a 
successful career for himself, he is doing a grand job of 
helping others to succeed. 


LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK 














WILLIAM P. WORTHINGTON 
Agency Vice President 


“Al Career Underwriters’ Company” 
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4 People playelh 


There was a play at the High School the other night 
and my wife, Mary, and I went to see it. Mary said it would 
be fun. “‘I asked Mrs. Carr to sit with us,” she said. ‘“‘Her 
daughter has the leading part, you know, and she’ll be alone.” 


The play was good and everybody enjoyed it. Young 
Sally Carr did a fine job of acting, and when she stepped out 
for her curtain calls, the applause made you feel excited. 


I took a sidelong glance at Mrs. Carr and saw 
that her eyes were wet and shining . . . with pride and 
happiness and perhaps a little sadness, too... 


When Mary and I got home she said, ““You know, 
you have to give Mrs. Carr a lot of credit for bringing up 
Sally the way she has—especially when you consider 
that it’s ten years since her husband died.” 


I said, ““Yes, you do.” 


Then I added, “But you have to give credit to her 
husband, too. I remember when I sold John Carr his 
New York Life policies years ago. As things turned out, it was 
his insurance that made all the difference. Otherwise . . . ” 


‘“‘When you look at it that way,” Mary said, 
“you can see that all three of the Carrs had a part in 
Sally’s success tonight—Sally, her mother and her father.” 


I nodded. 


After a long pause Mary said, “The more I think 
of it, the happier I am that you’re in the insurance business. 
In fact, there were more than three people who played 
leading parts in tonight’s play. There were four. You played 
a leading part, too, because you helped see to it that John 
Carr had the life insurance which made everything possible.” 


“Nonsense,” I said. But it made me feel good 
to hear those words from Mary. 
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NEW YORK LIFE 


INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 
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Prudential Will Drop 
Mortgage Loan Group 


SHANKS AT HOUSTON MEETING 





Number From Home Office 
Attend Ordinary Agencies 


Conference in Texas 


Large 





Prudential will discontinue writing 
mortgage loan Group coverage after 
January 1 and no new entrants will be 
taken under its own Group policy cov- 
ering those with Prudential mortgages, 
announced President Carrol M. Shanks 


addressing more than 650 leading agents 
at the Ordinary agencies conference at 
Houston, November 19-21. 

Mr. Shanks told the meeting: “Our 
Mortgage Loan Group coverage has 
not demonstrated that, in all cases, it 
will attract a sufficiently high percentage 
of those eligible to make it possible to 
do away with individual selection. Fur- 
thermore, let me say in regard to Pru- 
dential’s own Group Mortgage policy, 
our new edition of the Ordinary policy 
forms contains riders and policies that 
provide satisfactory mortgage loan pro- 
tection at a cost very little in excess of 
the Group insurance premiums. These 
policies, of course, are available to the 
public generally. 

“We are anxious to see how these new 
policies go over; to see whether our 
agents will cover this field. We believe 
they will—and we will help as best we 
can in the way of contracts. 

“For these reasons we are discontinu- 
ing the writing of Group mortgage 
cases, also we are taking no new en- 
trants under our own Group policy cov- 


N. Y. Supervisors Meet 


Life Supervisors Association of New 
York held its luncheon meeting last 
week at which time Halsey D. Joseph- 
son, general agent, Mutual Benefit Life, 
New York, was the speaker. Mr. Jo- 
sephson’s remarks dealt with some of 
the advantages to be found in the new 
forms of policies issued on the CSO 
mortality table, and a reserve basis with 
an interest assumption of less than 3%, 
particularly from the standpoint of the 
sales ideas which could be developed 
through their use. 





ering those with Prudential mortgages 
after January 1.” 

Former Secretary of Commerce Jesse 
Jones, one-time head of the RFC and a 
resident of Houston, was the chief 
speaker at the principal luncheon meet- 
ing, November 20. He honored Mr. 
Shanks at a buffet supper at the Hous- 
ton Club that evening. 

Among those from the home office 
were Horace K. Corbin, member of the 
board and chairman of the finance com- 
mittee; Sayre MacLeod, vice president 
in charge of Ordinary agencies; George 
H. Chace and E. B. Whittaker, vice 
presidents; Valentine Howell, vice presi- 
dent and actuary; W. J. Letts, second 
vice president; R. J. Murphy and J. S. 
Skelly, superintendents of agencies, and 
John W. Coogan, general sales manager 
of the Group department. The follow- 
ing departmennt heads also attended: 
Kenneth C. Foster, research; Laurence 
E. Olson, field training; Arthur L. 
Stephans, field service; Dr. Edwin G. 
Dewis, medical, and Henry M. Ken- 
nedy, advertising and publications. 





Campaign For Exchange of Leads 


The Connecticut Mutual Life has 
staged a nation-wide “Exchange of Leads 
Campaign” among its agents, agency 
staff, and home office staff, primary aim 
which is to procure out-of-town leads 
for exchange among guests. The home 
office phase, which began first and is now 


during the campaign members of the 
staff assembled in the auditorium to wit- 
ness the drawing of names. The winners 
were invited to choose a prize from a 
large selection of articles on display. 
The “Exchange of Leads Campaign” 
was planned by George F. B. Smith, 


Exchange of Leads Club 





Pictured above are members of the Connecticut Mutual Club who assisted in 
the operation of the home office phase of the Exchange of Leads campaign. Stand- 
ing with George F. B. Smith, vice president in charge of agencies, are, left to right, 
Helen Kwiatkowski, Madeline O’Brien, Jeanette Mytych, Mary Kasper, Norma 
Cain, Elizabeth Ohde, Beatrice Stevens and Esther Simonian. 


completed, resulted in a total of 3,834 
leads. The first day of the campaign 
netted nearly 700 leads and the last 
day 1,139. As many as ninety-five leads 
were submitted by one _ individual, 
seventy-seven by another, and _ sixty- 
eight by another. Average number of 
leads per person at the end of the 
campaign came to 6.2. 

Prizes were awarded through a pro- 
gram of drawing from numbers turned 
in. Those submitting leads were allowed 
one chance for each lead. Each noon 


vice president in charge of agencies; 
Royden C. Berger, director of adver- 
tising; and William L. Camp, III, man- 
ager of publications. The Connecticut 
Mutual Club appointed a committee of 
club members to assist in the operation 
of the home office phase of the cam- 
paign. 

“The campaign is particularly ap- 
propriate at this time,” said Vice Presi- 
dent Smith, when announcing the cam- 
paign, “for, never before in our history 
have so many families moved from one 











The Brokers’ Office 


SMART MONEY IS BUYING — 
Our Single Premium 10-Yr. Endowment . . 
Life Insurance with $10 Monthly Income Disability limit $250 per month. 
20-Yr. P.L. and 20-Yr. End. Paid-up in 17 months. Ask us for details. Rates 


will be increased on Dec. 15. 


Samuel D. Rosan Agency, Inc. 
GENERAL AGENT 
Continental Assurance Company - - - 
76 William Street, New York 5, N. Y. 
Whitehall 4-7697 


. Income Retirement at 55-60-65, 


Chicago 








HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















Wendell P. Coler Dead 


Wendell P. Coler, actuary, American 


United Life, Indianapolis, died this 
week of a heart attack. He was well 
known, acquaintanceship including all 


Insurance Commissioners. 


C. A. Ross Named Gen’! Agt. 
Here for Security Mutual 


Appointment of Clarence A. Ross as 
a New York City general agent for Se- 
curity Mutual Life of Binghamton has 
been announced by F. Leon Mable, su- 
perintendent of agents. A graduate of 
Rutgers University, Mr. Ross has had 
experience in the insurance business 
both, in organization and personal pro- 
duction. With the rank of commander, 
he has been on active duty with the 
Navy until recently. He entered the 
Navy in 1942 as a lieutenant, and was 
originally scheduled for work in the 
Naval Department’s athletic program 
but was later placed in personnel work. 

Mr. Ross will make his offices in Se- 
curity Mutual’s New York City building 
at 15 East 40th Street. 


Gen’! Motors Adds to Group 


C. E. Wilson, president of General 
Motors announced that a proposal would 
be put before employes that would add 
millions in benefits to existing Group in- 
surance as well as giving fuller protec- 
tion to them and their families against 
loss of income because of death, illness 
or injury. The plan would be under- 
written by Metropolitan Life which 
wrote the original Group insurance on 
employes. 











MRS. KATE M. STEWART DIES 


Mrs. Kate Martin Stewart, 87, widow 
of the Late James H. Stewart, a former 
officer and director of the Farmers & 
Bankers Life and mother of James H. 
Stewart, Jr., vice president and secre- 
tary-treasurer of the company, died fol- 
lowing a brief illness at her Wichita 
residence. She had lived in Wichita 
since 1894, 





MUTUAL LIFE OCT. LEADERS 

Stanley B. Diefendorf, of the New 
York City (Lawson) agency, Mutual 
Life of New York, led all representa- 
tives of the company in volume of insur- 
ance sold during October, according to 
Roger Hull, vice president and manager 
of agencies. In the number of paid 
applications, Adrian Fisch of the St 
Paul agency, managed by Hi W. Moore, 
headed all company representatives for 
the month. 





section of the country to another. Men 
who had been in the service made 
friends with folks living all over the 
country. This was an opportune time 
for Connecticut Mutual men to capi- 
talize on these ‘out-of-territory’ pros- 
pects and secure new clients.” 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW York 
Telephone BArclay 7-4443 














HAIGHT, DAVIS & HAIGHT, Inc 


FRANK J. HAIGHT, President 
Consulting Actuaries 


INDIANAPOLIS 
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Dawson Tributes 
(Continued from Page 13) 


engaged his time, energy, and keen per- 
ception, far beyond the range of his 
responsibilities as a general agent. Re- 
sourcefulness, objectivity, wise counsel 
and unselfish devotion to duty always 
characterized the performance of any 
task to which he directed his attention. 
Broad in outlook, gracious and friendly 
in manner, he was an expert in human 
relations. Friendliness and love of peo- 
ple never deterred him, however, from 
performing his duty. He was profoundly 
aware of the long range responsibilities 
of life insurance agents to society. His 
active life, high ideals, and distinguished 
record will serve as an inspiration to all 
those who choose life underwriting as a 
career.” 





WISCONSIN NAT’L LUNCHEON 

The Michigan agency force of the 
Wisconsin National Life’ with _ fifty- 
three agents and seventeen wives i 
attendance met recently in Lansing tor 
a victory luncheon celebrating the pro- 
duction of $1,309,086 of new life bus 
ness during the month of October. This 
was comprised of 396 applications from 
sixty-three agents. This contest in Oc- 
tober was an appreciation campalgt 
honoring G. A. L’Estrange, agency vice 
president and was the best single month 
ever produced by the Michigan agenc) 
force. as ; 

M. S. Kirkpatrick, Michigan superin: 
tendent of agents presided and talks 
were given by Mr. L’Estrange, A. i 
Senderhauf and Ernest T. Metz, agenc) 
assistants and Dr. E. B. Williams, medi 
cal director at the home o/ice from 


Oshkosh. In addition A. R. Mason, £ 
G. Cross and J. W. Sauder, the three 
leading producers gave talks. __ 
Nine agents produced from $50,000 t 
$85,000, fourteen agents from $25,000 t? 


$50,000 as well as a large volume 0! 


accident & health business. 





FOREST LAWN ANNIVERSARY 


Forest Lawn Life, Glendale, Cal. cele- 
brated its fourth anniversary recent! 
with a birthday party at the hme office 
which was attended by app:oximately 
100 agents and their wives. In excess 
100 applications were presenic! to Vict 
President and Agency Direcior - 


Doyle in honor of the anniversary. j 
ing its’ fourth year the company, ha 
a net gain of business in force of 4” 
proximately 30%. 
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Commissioners Report 
On Group Definition 

sAY NO NEED FOR CHANGE. NOW 

Urge States to Guard Against Occa- 


sional Abuses; See No Need for 


Legislation 





The Life Committee of National As- 
cocjation of Insurance Commissioners 
of which Commissioner W. Ellery Allyn 
of Connecticut is chairman, has sent to 
all Commissioners a_ report dealing 
largely with Group Life definition. On 
this subject the report says: ; 

“Group life insurance, the subject of 
intensive study by your committee dur- 
ing the past three years, continues to be 
highly controversial. At the Portland 
meeting in June, 1946, we submitted a 
Group Life Definition and Standard 
Provisions, which were there approved 
by the National Association of Insur- 
ance Commissioners. Since that time 
the Definition and Standard Provisions 
have been enacted into law by seven 
or eight states and in part by several 
other states. 

“The Definition and Standard Provi- 
sions admittedly did not satisfy every- 
one. This was recognized as an impos- 
sibility in our report to the Portland 
meeting. However, in view of the con- 
fusion which was certain to follow the 
continued unrestrained creation of 
Group coverages, it was felt that some 
pattern, even though not perfect, was 
essential to the orderly conduct of the 
life insurance business. We _ believed 
that the public interest demanded that 


we attempt on a national basis to de- 


lineate the field of Group life insurance 
in some reasonable degree, bearing in 
mind always the fact that existing Group 
statutes must be our general pattern 
and that it would be futile to adopt as 
recommended standard legislation ex- 
treme views which could not be enacted 
into law in any considerable number of 
states. 

“After opportunity for full discussion 
had been offered to all, we developed 
our Standard Definition and Standard 
Provisions (there is not a great deal of 
controversy as to the Standard Provi- 
sions) in an effort to reconcile estab- 
lished practices in the life insurance in- 
dustry with the basic concept of sound 
underwriting and to discourage unsound 
practices not in the public interest. The 
general effect of our Definition was to 
restrict and not to enlarge the types of 
groups which might be covered. It must 
be borne in mind that as of June, 1946, 
well over half of the states had no 
effective legislation on the subject what- 
soever and our proposal supplied a mini- 
mum pattern. 

“Four classes of groups were recog- 
nized in our Definition, each one de- 
signed to maintain the principle that the 
employe either pay none of the cost or 
that his contribution be in a fixed and 
reasonable amount. We recognized that 
an employe-pay-all plan may under most 
favorable circumstances be sound, but 
in general such a plan contains the in- 
herent danger of deterioration into as- 
sessment insurance. 

_Lecislative controversy over Group 
life insurance during the past year has 
o do largely with the extension of 
coverage to groups not recognized un- 
der our Definition. At our hearings in 
June and in October it has been appar- 


ent that considerable dissatisfaction 
still exists among some Commissioners 
and some insurance company represen- 


tatives who believe that Group life in- 


og € coverage should be made avail- 
able to types of groups not generally 
Covered at this time; there are clear 


indice tions that the life insurance repre- 
sentatives are putting these views into 


a where permitted by state law. 
alin have taken exception to the 
mits of $20,000 and $5,000, though no 


discussion on this point developed at the 
Chicago meeting. Some Commissioners 
and others are still of the opinion that 
the Standard Definition should recog- 


nize employe-pay-all coverage for cer- 
tain types of groups. 

“Others, including but not limited to 
representatives of life insurance agents, 
feel that Group life insurance coverage 
is presently being extended much too 
far and that not only the general pub- 
lic but the industry as well will suffer 
on account of this extension. These ar- 
tificial groups leaving no common 
economic bond have been referred to as 
“fictitious” groups by those who feel 
that Group life insurance is being ex- 
tended too far. While an occasional so- 
called “fictitious” group may have been 
written under our Standard Definition, 
most of these groups have been written 
under the laws of states which have not 
adopted this Definition. 

“Your committee recognizes’ that 
Group life insurance is a tremendously 
important segment of the business, ac- 
counting for approximately one-sixth of 
the total of all private life insurance in 
force in this country. Since its begin- 
ning about 1910 it has reached the as- 
tounding amount in force of almost 30 
billion dollars. It enjoys the good will 
of the public because its growth has 
been along healthy lines, and largely 
under policies taken out by employers 
to cover their employes. We believe in 
its full expansion, provided only that 
this expansion is in legitimate channels 
and that the public interest is served. 
Our Standard Definition 4 was an at- 
tempt, on a sound basis, to meet the 
problem of coverage for employes of 
small employers. 

“Group life insurance cannot take the 
place of individual life insurance cover- 
age, but is merely supplementary. 
There is a proper field for all the various 
types of individual coverages, Ordinary 
or Industrial, and there is also a place 
for the various types of Group life in- 
surance coverages, including Group Per- 
manent. However, most Group life in- 
surance is now on the yearly renewable 
term plan and this will probably con- 
tinue to hold true because of the cost 
element involved to the employer. In- 
sofar as Group life coverage merely sup- 
plements individual coverage, giving 
added protection during the working 
years, it has fulfilled its major function 
even though it is on the term plan. 
However, if the employe does not have 
an adequate amount of individual cov- 
erage, he may discover when he is ad- 
vanced in age and no longer employed 
that he cannot afford to convert and to 
continue his Group coverage on an in- 
dividual basis. Conceding that the 
proponents of the extreme extension of 
the group Definition are right in main- 
taining that the American public is not 
now adequately covered by life insur- 
ance, still it does not follow that the 
interests of the public will be served 
by supplanting Ordinary and individual 
coverage by Group term coverage. 

“Representatives of life insurance 
egents have recently attacked the in- 
ordinate extension of “fictitious” Group 
coverage. This committee represents 
the general public and not the special 
interests of the agents or the special in- 
terest of any other segment of the busi- 
ness. However, we must recognize that 
the American agency system is the 
means by which life insurance has been 
so widely and so satisfactorily dis- 
tributed in the United States and no 
other adequate method of distribution 
has yet been devised. If the effect of 
the extension of Group life insurance 
coverage to these artificial groups is to 
harm seriously the American agency 
system, we deplore this extension as not 
in the public interest.” 

Conclusions 


1. Your committee is informed that 
in isolated instances Group life insur- 
ance has been extended beyond its rea- 
sonable bounds. We hope that the com- 
panies will take the necessary steps to 
guard against such situations in the 
future. It is our considered judgement 
that such coverage should not be made 
available either as Group life insurance 
or by the device of individual policies 
with Group underwriting. 

2. Your committee feels that there 





have been no developments since the 
Portland meeting which make it appear 
that the Definition and Standard Pro- 
visions adopted there should be changed 
at this time, but suggests that proposals 
from Commissioners and others as to 
changes in the Definition of groups and 
in the Standard Provisions be presented 
in concrete form for the consideration 
of the committee. 

3. Your committee feels that legisla- 
tion is not the complete answer to this 
problem of the proper place of Group 
life insurance in our economy. The na- 
ture of Group life insurance is such 
that this problem can be solved only 
through cooperation between the indus- 
try and the Commissioners. We very 
definitely did. have this full cooperation 
and joint action when the Definition and 
Standard Provisions were being formu- 
lated. If this problem is not solved by 
the interested parties through coopera- 
tion, the next step may be legislation 
and in some states restricting Group life 
insurance coverages to an unwarranted 
extent and in other states extending the 
permissible limits to an unwarranted 
extent. These extreme laws may have 
unfortunate results. 

4. Your committee feels that the en- 
actment in other states of the Standard 
Definition and Standard Provisions for 
Group life insurance will aid in solving 
this problem. 

5. Your committee expresses the 
hope that every effort will be made by 
the industry to solve this problem so 
that further action by the National As- 
sociation of Insurance Commissioners 
will not be necessary. If, however, it 
appears that such action is necessary, 
your committee will at the proper time 
make appropriate recommendations. 


Creditors Group 


“At the Chicago meeting Commis- 
sioner McCormack, of Tennessee, called 
attention to some questionable practices 
in his state in connection with creditors 
Group life insurance, which practices 
appear to be subject to control through 
the enactment and enforcement of 
proper agent’s license laws. Your com- 
mittee does not condone these prac- 
tices but does feel that this is a matter 
for action by the state or states in- 
volved. 

War Clauses 


“The subject of War Clauses in life 
insurance policies, which had been in- 
troduced at the June meeting, was dis- 
cussed at length by Commissioners Mc- 
Cormack and Harrington and by repre- 
sentatives of several companies. From 
the information at hand it appears that 
most companies voided the war clauses 
in their policies shortly after the fight- 
ing ended. Your committee is of the 
opinion that any companies which have 
not already done so should void these 
clauses; and we offer this opinion as to 
the few remaining war clauses under 
outstanding policies without now taking 
any position regarding the general 
adoption and use of permanent war re- 
strictions in life policies. 


“Unfortunate incidents in the strict 
application of the status clause to 
deaths within the United States were 


cited, but from the limited amount of 
information at hand it would appear that 
inequitable treatment was the rare ex- 
ception rather than the rule. Your com- 
mittee, with full realization that this is 
a management matter, does not con- 
done such treatment and recommends 
that such inequities be corrected. 
“Relatively little information as to 
war mortality seems to be available and 
we approve the suggestion made by 
representatives of several life insurance 
companies that a study be made of the 
effect of past wars and mortality exper- 
ience, the probable effect of future wars, 
and the experience of the companies 
with reference to war clauses, both of 
the “status” and “result” types. We in- 
vite the industry to give us their find- 
ings when conveniently available and 
these will be considered together with 
the results of a study now being con- 
ducted by the New York Insurance De- 


LOMA Personnel Study 


A study of the home and branch office 
personnel policies of 108 U. S. and Cana- 
dian life insurance companies by the 
Life Office Management Association 
shows interesting similarities in many 
office practices among the companies 
and _ striking dissimilarities in others. 
The study is No. 31 in LOMA’s series 
of special reports. Divided into sixteen 
sections, the study shows how compa- 
nies are organized for personnel admin- 
istration, how they recruit employes, 
pay them, decide upon hours of work 
and set up attendance, vacation and 
other office rules and regulations. It 
also shows how companies provide se- 
curity programs, training, medical, rec- 
reation and other personnel services, 
and concludes by describing the typical 
life office employe—a young woman just 
out of high school, who will work five 
days a week, have two weeks’ vacation 
a year, and leave the company after 
about three years to get married. 

Most life insurance companies today, 
the study reveals, limit employment of 
beginners to high school graduates who 
are able to pass a physical examination, 
who have been screened in one or an- 
other of the selection tests and who can 
provide character references; minimum 
ages range from sixteen to eighteen 
years of age. The report says that it 
seems almost the universal practice to 
employ married women, although most 
companies do not hire husbands and 
wives of present employes. 





Proposed Reinsurance of 
American Union Approved 


Owen G. Jackson, State Superinten- 
dent of Insurance, Missouri, has an- 
nounced the approval of the proposed 
reinsurance of the outstanding policies 
of the American Union Life of St. Jo- 
seph, Mo., by Postal Life & Casualty, 
Kansas City. 

A special commission composed of the 
Insurance Commissioners of Kansas, 
Nebraska and Missouri conducted a pub- 
lic hearing on the contract under which 
the Postal Life & Casualty proposed to 
purchase all of the assets of the Ameri- 
can Union Life and assume all of its out- 
standing insurance policies and other 
liabilities at the home office of the Kan- 
sas City company. No opposition being 
presented to the merger of the compan- 
ies Commissioners Frank Sullivan of 
Kansas, Bernard R. Stone of Nebraska 
and Jackson of Missouri gave their of- 
ficial approval to the arrangements. 





RELIANCE TRAINING SCHOOL 

Eighteen agents of the Reliance Life 
graduated from the regional training 
school held recently by the company 
in Atlanta. They qualified for this 
special training following completion of 
a 26-week study course under direction 
of Reliance agents’ training division 
headed by Jack E. Rawles and William 
J. Dowd of Pittsburgh. 


L. J. IMPERIALE ANNIVERSARY 

Twenty-five years of service as a 
Prudential representative was observed 
by Louis J. Imperiale, manager of the 
company’s district office No. 5 in Brook- 
lyn. Mr. Imperiale joined The Prudential 
as an agent in that district in 1922 and 
has served there continuously since that 
time. He assumed the managership in 


1939. 





partment and together with any other 
findings which may be submitted. 
“Although it is the hope of all that 
war may not again be visited upon us, 
tragic experience teaches us that we 
must be prepared for such a catastrophe. 
We believe that joint consideration 
should be given now to future war haz- 
ards in connection with life insurance. 
The results of such a study conducted 
in time of peace should be much more 
satisfactory than the results of a hasty 
study commenced after war is upon us.” 
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THREE INSURANCE NOTABLES 
LOST TO THE BUSINESS 

Death within the past ten days has 
removed three men who had been pil- 
lars of strength to the insurance busi- 
San 
Francisco, for many years chief officer 
of the 
Victor Roy Smith of Toronto, president 
Preston 
England 


ness. They were J. B. Levison of 


Fireman’s Fund Insurance Co.; 
Life, and C. 


New 


of Confederation 
Dawson, general agent, 
Mutual Life, New York. 

Longest of these careers was that of 
Mr. 
man of the Fireman’s Fund not so long 
had with that 
decades. activities as an 


Levison. When he retired as chair- 


been 
His 


surance executive for long were largely 


ago he company 


many in- 


centered in marine insurance where the 


esteem held for him and appreciation 
of his services to the industry are 
worldwide. Many posts of honor in 


marine insurance organizations had been 
held by him. Not only the insurance 
business but the city of San Francisco 
itself felt grateful to Mr. Levison for 


the brilliant and extremely intelligent 
way in which he guided his company 
to future safety following the large 
losses incurred during the San Fran- 
cisco earthquake and fire which de- 
stroyed so large a part of the city. 


Later, under his direction as president 
and then as chairman his company be- 
came one of the nation’s leaders. 

“Jake” 


stature 


Levison was of much 
that 


insurance genius. He was a most valued 


3ut 


greater than won by his 
figure in the cultural and civic life of 
brief, he 


rounded life, and there could not be a 


his city. In lived a_well- 
better example of good citizenship. His 
the 


insurance 


was good fortune to learn much 


about when very young and 
also in early manhood he grasped all 
opportunities to enjoy a life of culture, 
than 


of the unusual talent he had as a mu- 


easier for him for most because 
sician. His capacity for companionship 
made his social contacts close ones and 
his extensive travel experience built up 
friendships in a wide area. 

V. R. Smith was a distinguished figure 
in life insurance known throughout the 
world. He, too, had traveled extensively, 
but in a wider arena than Mr. Levison 
as his company transacts business di- 
rectly through its own representatives 
in many parts of the world. No one in 
the insurance keener 


business had a 


insight into conditions worldwide than 
Mr. Smith, his knowledge having been 
largely gathered by personal visits. The 
information he possessed also embraced 
broad grasp of ideologies and _ political 
It was as an actuary that 
With his 
own company he rose from clerkship to 
president. He had been president, also, 
of numerous organizations in the 
surance world and also in civic life. He, 
too, had a flair for friendship and an 
appreciation of the finer things in life. 

C. Preston Dawson was an unusual 
general agent in life insurance. He did 
not rest content with the success he 
made as a production manager, but felt 
for performing in a 
as one willing to accept 


economies. 


he won his first distinction. 


in- 


a responsibility 
bigger scene 
committee assignments which took him 





to Washington in appearance before 
Congressional committees or before 


Government agencies when matters un- 
der consideration, such as taxation and 
Social Security, had a bearing on the 
entire business. He willingly accepted 
such assignments. In Washington and 
elsewhere his counsel was greatly ap- 
preciated as it was based on complete 
knowledge of his field and the capacity 
of being articular enough to voice his 
views. In the arena of estate planning 
and pensions he was one of the real 
experts. His personality was one which 
won instant confidence in all his 
tacts. 

The insurance field has been shocked 
in the loss of three such notable per- 
sonalities in such a short period. 


con- 





Daniel F. Sheehan, a member of the 
real estate and insurance agency firm of 
Dolan Company, was elected president 
of the St. Louis Real Estate Board at 
the annual election held recently and 
will be officially installed in that office 
on January & at a dinner meeting at the 
Hotel Jefferson. 

* * * 

Alvin E. Dodd, president, American 
Management Association, has been 
awarded the 1947 Gantt Memorial Medal 
for distinguished achievement in indus- 
trial management as a service to the 
community, by the American Society of 
Mechanical Engineers. The medal will 
be presented to Mr. Dodd at the annual 
meeting of the society at Atlantic City, 
December 4. The medal has been 
awarded each year since 1929 to mem- 
orialize the achievements of Henry Lau- 
rence Gantt, pioneer management en- 
gineer and industrial leader. 
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JOHN L. MYLOD 


John L. Mylod, president of the Pa- 
cific National Fire of San Francisco, was 
a visitor to New York City this week. 
He was formerly for many years in 
New York City as an officer of the 
North. British Group. He became an 
assistant United States manager of the 
group in 1937 and served in that ca- 
pacity until joining the Pacific National 
Fire in April, 1946. 

* «* * 

Waldo C. Richardson of the L. C. 
Waring Oklahoma City agency of the 
Jankers Life of Des Moines, was re- 
cently elected to the rank of 33rd Degree 
Mason at the regular biennial session of 
the Southern jurisdiction. 

x ok Ok 

Robert McKee has resigned as con- 
troller and auditor of the State Auto 
Insurance Association of Des Moines to 
become secretary and treasurer for the 
Central National Insurance Company at 
Omaha. Mr. McKee, formerly with the 
lowa Insurance Department, has been 
with State Auto since 1939, 

* * x 

Ron Stever, CLU, general agent for 
Equitable Life Assurance Society at 
Los Angeles, spoke before the Indus- 
trial Relations Section of California In- 
stitute of Technology, on November 17, 
on “Trends in Pension Plans.” He dis- 
cussed the general treatment of retire- 
ment benefits and pointed out what is 
occurring in that line. Representatives 
of the oil, aircraft, motion picture, chem- 
ical industries and the retail trade 
heard the address. 

* * 

Waldo T. Worcester, assistant man- 
ager of the Fred T. Jordan home office 
agency of Union Mutual Life, Portland, 
Me., served as chairman of publicity of 
the Greater Portland Community Chest 
Drive. 

* * x 

Clayton Mammel, home office general 
agent of the Farmers & Bankers Life, 
Wichita, has been named general chair- 
man of a YMCA campaign for $1,000,000 
which is to be launched in January for a 
new building. 

* ok Ox 

Carlos Heazlit, Minnesota Mutual Life, 
Lansing, is chairman of the hospital com- 
mittee of the Ingham County Council of 
American Legion Posts. The committee 
is raising funds to build a _ $3,000,000 
Memorial Hospital in Lansing. 

* * x 


Charles J. Zimmerman, assistant man- 
aging director, Agency Management As- 
sociation, addressetl the Rochester Life 
Underwriters Association last week. 





JOHN R. LARUS 
John R. Larus, vice president and ac- 
tuary, Phoenix Mutual Life, and one 
of Connecticut’s great — bridge-whist 
players, has been elected a member of 
Hartford’s city council. 
x * ok 
Mrs. John C. Dulaney, wife of thie ex- 
ecutive state agent of the Sun for Kan- 
sas,, Oklahoma and Arkansas, is recuper- 
ating slowly at her home in Oklahoma 
City from a heast attack some months 
ago following which she had spent three 
months in an oxygen tent at a_ hospital 
there. 
* ok x 
Edward A. Harris, assistant examiner 
of the inland marine department, cele- 
brated his twenty-fifth anniversary with 
the Phoenix-Connecticut Group on No- 
vember 22. He began his insurance ca- 
reer on November 22, 1922, in the East- 
ern underwriting department of this 
group and was promoted to the inland 
marine department in 1938. 
E48 


Joseph E. Garland, Virginia State 
manager for Pacific Mutual, was re- 
cently guest of honor at a dinner at the 
Commonwealth Club, Richmond, the oc 
casion being the thirty-fifth anniversary 
of his connection as manager of the 
company. Among the guests were In- 
surance Commissioner George A. Bowles 
of Virginia, and W. M. Rothaermel, vice 


president of Pacific Mutual. 0. ae 
Whitten, assistant manager of the 
agency, was toastmaster. 

x ok x 
Robert I. Boswell of Boswell and 


Curtis agency, Richmond, Va., has been 
elected to the executive committee 0! 
the Richmond Inter-Club Council. Stuart 
Ragland of Tabb, Brockenbrough and 
Ragland agency, has been named on 
the council’s board. Mr. Ragland is the 
representative of the Richmond Associ- 
ation of Insurance Agents in the coun 
cil. 
x * x 

Howard J. Brooks, manager @' 

mond, Va. for the Shenandoah Life, ha 


Rich- 





been named chairman of the program 
committee of the Sehinx Club 01 Neca 
Temple Shriners of that city tor te 
current year. 

x  * 


Frank T. Priest, Dulaney, Johnston x 
Priest, heads the nomination committee 
of the Wichita Chamber of Comimerce. 
Howard V. Wheeler of Wheeler Kelly 


Hagny is a committee member. 


* 

Vincent B. Coffin, vice president 
Connecticut Mutual, has been namev 
chairman of the Agency Manaemen! 

distribution com 


Association’s mass 


mittee. 
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The Late J. B. Levison 


J. 8. Levison, former chairman of the 
Fireman’s Fund Insurance Co., who died 
at his home in San Francisco this week 
at the age of 86, was one of the most 
widely traveled of insurance men and 
one of the most cultured. His acquaint- 
ance with major figures in the world of 
music and art was worldwide. An out- 
standing insurance man for years, espe- 
cially in marine insurance, he led one 
of the most useful lives of any citizen 
in San Francisco where he founded and 
for long was president of the San Fran- 
cisco Musical Association. He had been 
a governor of the Opera Association and 
was in charge of music at the 1915 
Panama-Pacific Exposition. Some posts 
in insurance he had held were those of 
president of the board of Marine Under- 
writers of the Pacific, of Pacific Coast 
Automobile Underwriters Association 
and of the fire insurance companies’ 
board. In 1928 he was vice president of 
the Insurance Federation of America. 
He is survived by his widow and four 
sons: John G., Robert M. and George L. 


of San Francisco and Charles G. of 
Pasadena, Cal. 
Mr. Levison’s father was born in 


Holland in 1824 and his mother was born 
in East Prussia. At the time of the 
Inquisition the Levison family fled from 
Spain or Portugal to Holland. His an- 
cestor, Mark Levison, left Holland and 
went to Norwich, England, where there 
had been Dutch merchants since the old 
(days of the Hanseatic League. J. B.’s 
father came to the United States, reach- 
ing California by way of Nicaragua. 
He arrived in San Francisco the latter 
part of 1851. After his marriage he went 
to Virginia City, Nevada, drawn by the 
excitement following the discovery of 


the Comstock lode. 

_J. I. Levison was born in Virginia 
City on October 3, 1862. The family 
lived there until 1875. His first school 
was St. Vincent’s, a Catholic parochial 


school for boys. A fire in Virginia City 
destroyed a large part of that city. A 
lew days after the fire J. B.’s father 
went to San Francisco with his family 
in order to adjust his insurance losses. 
In San Francisco J. B. went to public 
schi including the boy’s high school. 
At the suggestion of James Munsell, Jr., 


agen! for the Mutual Benefit Life, his 
lather went into the insurance brokerage 
busin: Munsell pointed out that an 
Insurance broker needed no capital; that 
=u pere, had many friends and 
acquantanees among the San Francisco 
ok rchants and would get insurance 
iet 

J. b. had to get a job. The first one, 
when t boy of 14, was with a dentist 
sada week. His father then obtained 
4 position for him with the New Zealand 
Insur ‘e Co. He was 16 and was paid 
sl < ionth. While still in the dentist's 
omec his father had him write up pol- 
'cles and records, both to improve his 
Penniinship and to teach him something 
OT insurance. The New Zealand was a 
Mall office with five employes and this 
































gave him a chance to get a smattering 
of both fire and marine business. 

After two years in the New Zealand 
office he became restive and obtained a 
position in the general agency of Hutch- 
inson & Mann, at that time one of the 


most active insurance offices in San 
Francisco. He was at the agency every 
night, Saturday afternoon and frequently 
on Sundays. Beginning as a policw clerk, 
he became in 1881 the marine insurance 
clerk. At that time his salary had reached 
$100 a month. These were important 
formative years and he developed an 
active interest in marine insurance. 

From Hutchinson & Mann he went 
with a new company that started, called 
Anglo-Nevada Insurance Corporation; 
salary, $175 a month. In October, 1889, 
Levinson became marine secretary of 
the Anglo-Nevada. The company was 
writing too much business, and the fire 
and liability insurance was taken over 
by the London & Lancashire; the marine 
business by the Fireman’s Fund. Levi- 
son had done considerable traveling for 
the Anglo-Nevada, including a trip to 
New Orleans to investigate the cotton 
business, and in 1888 he read a paper 
entitled “Marine Insurance on Cotton” 
before the Pacific Coast Board of Fire 
Underwriters. 

His first contact with William J. Dut- 
ton, who later became head of the Fire- 
man’s Fund, was when the latter was 
head of the Marine Board of Under- 
writers. With the board Levison became 
chairman of the surveyors’ committee in 
February, 1902. On Mr. Dutton’s retire- 
ment from the presidency of the board, 
Levison was elected his successor. Mr. 
Dutton, when vice president of the Fire- 
man’s Fund Insurance Co., had offered 
him a position as marine secretary. 
When he accepted this was the real 
turning point of his career. 

The Fireman’s Fund was the first com- 
pany to write automobile insurance gen- 
erally throughout the United States, and 
as this was then done through the mar- 
ine department Levison took part in the 
organization of all the automobile asso- 
ciations throughout the country. He be- 
came vice president of the Fireman’s 
Fund and then its president. He began 
to travel widely, making many trips to 
Europe during which he met the leading 
marine insurance men of England and 
the Continent. 

The experiences of the Fireman’s Fund 
in the earthquake and fire of 1906; what 
he did in development of the plan whicli 
saved the company (which, having its 
head office in San Francisco, was hard 
hit by the fire), makes one of the fas- 
cinating chapters in the autobiography 
of Mr. Levison called “Memories for My 
Family,” privately printed in 1933. At 
the time he was second vice president. 
It was one of the most brilliant re- 
habilitations in the history ‘of the insur- 
ance business. 

Mr. Levison had a wide acquaintance 
with musicians of the first rank, with 
opera stars and other celebrities, some 
of whom he met in San Francisco in the 
Bohemian Club and at musical affairs 
and some of whom he had met abroad. 


He was elected a member of the Bohe- 
mian Club in February, 1901. 

“This event had a lasting influence on 
my life because of the friendships and 
associations that resulted, many of which 


I still carry with me,” he said in his 
memoirs. “The fame of the Bohemian 
Club is world wide; membership has 


always been distinguished and the many 
happy hours I spent within its walls, 
particularly in my younger days, are 
among my most pleasant memories.” 

Levison had taken many insurance 
men, not only to the Bohemian Club in 
San Francisco, but as his guest at the 
Midsummer Jinks held in the grove of 
2.500 acres owned by the club on the 
Russian River in Sonoma County. He was 
active in all the dinners the Bohemian 
Club gave to celebrities, presiding over 
a number of them. 

Mr. Levison’s interest in music began 
in 1882 when he started taking lessons 
on the flute from Louis von der Mehden, 
a typical German mus‘cian who played 
a number of instruments. He progressed 
so well that he was able to join the 
leading amateur orchestra of the city, 
then called the Orchestral Union, and 
eventually became the first flutist of the 
organization. He made it a practice for 
many years to call upon all flutists who 
came to San Francisco, some with opera 
companies, and some who concertized. 
The Orchestral Union subsequently be- 
came the Philharmonic Society and he 
took part in its first concert. 

Despite all of his activities—insurance, 
civic, musical and club; Mr. Levison’s 
primary interest was in his family as 
was demonstrated in the large amount 
of space he gave to its members in the 
memoires. 

a 
Economic Club Dinner Speaker’s 


Comments on Communists 


At the dinner of the Economic Club 
of New York at the Hotel Astor last 
week Dr. Oswaldo Aranha, Ambassador 
to the United States ‘from Brazil, and 
president of the second regular session 
of the Assembly of United 
Nations, started his speech by making 
some facetious remarks about the Com- 
this He 
President of the tiniest of 


General 


munist scare in country. said 
that the 
republics, San Marino, called upon the 


President of the United States and made 


the 


a plea for a loan of $200,000 to his 
country. He was politely told that as 
there were no Communists in San 


Marino such a loan could not be made 
to that republic. Later, the San Marino 
Paris and on a visit 
to the President of asked for 
the 6,000 When 
asked why such a strange request was 
made, he responded: “We must have 
some Communists in order to. obtain this 


President went to 
France 


loan of Communists. 


loan.” The President of France refused 


to make the loan. “We need our Com- 


munists here for the same reason.” was 
his comment. 

President of the Economic Club is 
Theodore M. Riehle, general agent, 


Equitable Society, who was recently re 
elected by the club and whose dinners 
have been brilliant ones, speakers always 
being men of authority and they have 
included some of the nation’s chief 
figures. 

Others who addressed the Economic 
Club were Edwin Nourse, chairman of 
the Council of Economic Advisers, ex- 
ecutive office of President Truman; and 
Jesse P. Wolcott, chairman of House 
committee on banking and currency and 
vice chairman, joint committee on eco- 
nomic report. 

Among those at the dinner last week 
were Harold C. Conick, United States 
manager of the Royal-Liverpool Group; 
Thomas I. Parkinson» president; Equi- 
table Society; James P. Fordyce, presi- 
dent, and Thomas-k.-Lovejey,. first vice 
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president, Manhattan Life; Frank L. 
Jones, president, Safety Council of New 
York. 

Among those from Equitable present 
were these: Sterling Pierson, Raymond 
H. Weins, R. I. Nowell, Joseph Boldt, 
Arthur M. Browning, Eli Ferguson, 
Charles B. Lunsford, Walter Klem. 
Others at dinner included Julian S. 
Myrick and Henry Verdelin, Mutual 
Life; Richard K. Paynter, New York 
Life; S. Samuel Wolfson, Berkshire; 
John H. Awtry and Arnold Grasse 
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Vail Defends Adjusters 
the New 
was written to the 
Sands, who 





York 


editor 


recent issue of 
letter 


named 


In a 
Sun a 


by a man Howard 


made the allegation that outside or in 
dependent adjusters are interested only 
in settling cheaply claims referred to 
them. This letter caused irritation along 
John and William Streets, and George 
D. Vail, Jr. secretary of Corroon & 
Reynolds, sent the New York Sun a 
letter in which he said: 

“Such adjusters (outside or 
pendent adjusters) comprise the 
jority of all adjusters handling claims 
for insurance companies. They are re- 
quired to be licensed by the State of 
New York, and the license qualifications 
are stringent, from the standpoint of 
both adjusting qualifications and char- 
acter. 

“As an insurance company loss ex 
ecutive, supervising the adjustment of 
many thousands of losses annually by 
independent adjusters, I would assure 
Mr. Sands that the attitude of the 
adjuster on his claim is neither typical 
of independent adjusters, nor would any 
such attitude be permitted by any rep- 
utable insurance company. Otherwise 
reasonable people may and do differ in 
regard to proper indemnity for 
but no reputable company, to my knowl- 
edge, wants or expects that its adjust 
ers, whoever the individuals may be, 
will operate upon any basis other than 
of adjustment of all claims on their 
merits, paying insurance dollar for each 
dollar of actual damage.” 

* * * 


inde 
ma- 


loss, 


Would Curb Unauthorized Opera- 
tions in Canada 

British Columbia has joined forces 
with Ontario and Alberta in an effort 
to stop the operations in Canada of the 
American Farmers’ Insurance Co. of 
Phoenix, Ariz. The company is not h- 
censed either with the Federal or pro- 
vincial governments in Canada and is 
reported to have been carrying adver 
tisements in Canadian publications seek 
ing agents to handle accident and sick- 
ness lines. 

British Columbia Superintendent of 
Insurance S: W. Taylor has issued a 
warning that anyone found soliciting for 
ihe company in that province will be 
prosecuted. 
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Home Cooperated With 
Dept. Says Dineen 


STATEMENT TO COMMISSIONERS 





Superintendent Tells of Company’s Ex- 
amination and Follow-Up; Gives 
Views on Expense Situation 





Insurance Superintendent Dineen of 
New York has issued to all Commission- 
ers of Insurance a statement on the 
joint report on Home Insurance Co. op- 
erations for the five-year period, 1940- 
44 inclusive. This examination started 
March 5, 1945; was substantially com- 
pleted August 17, 1946. During the 
eighteen months in which the examina- 
tion was conducted twenty examiners of 
the Departments were engaged on it. 
The report became a. public document 
on November 2, 1946, and on December 
13, 1946, the general press carried stories 
on the report. In the report the New 
York Department made some criticism 
of two officers of the company, relative 
to basic accounting procedure and what 
constitutes proper allocation of ex- 
penses, especially with respect to the 
company’s welfare fund. 


Holds Press Conference This Week 


This week Mr. Dineen held a press 
conference in which daily newspaper re- 
porters (but not insurance newspaper 
reporters), were invited and handed out 
the statement he has just sent to the 
Commissioners. A document of thirty- 
two pages, it gives details of the exam- 
ination dated August 24, 1946, which was 
publicized in December, 1946, and makes 
comments on what happened between 
the company and the New York De- 
partment following the initial publicity. 

Shortly after the report was submitted 
to the company, its officers and di- 
rectors met and appointed a special com- 
mittee to review the report. On April 7, 
1947, at the annual meeting of the stock- 
holders a report of the special commit- 
tee in letter form, dated March 11, 1947, 
and addressed to the Superintendent, 
was read. This letter supplemented the 
president’s annual report to the stock- 
holders of the Home made March, 1947, 
which stated in effect the Departmental 
report had been under study and con- 
sideration of the board; that answers 
to all the items in the report would be 
submitted or had been submitted to the 
Department, and that disposition would 
be made of each. 


Company Adopts Board’s 
Recommendations 


The board approved recommendations 
of the special committee which in brief 
were that Haskins & Sells be employed 
to make a survey of the systems of 
accounting and controls in the Home 
with these recommendations: by-laws 
be amended to place the controller in 
charge of all accounting and making 
him directly responsible to the board; 
realignment of standing committees so 
as to provide for (1) an executive com- 
mittee, meeting more frequently than 
the board; (2) a finance committee, hav- 
ing charge of the portfolio; (3) a com- 
mittee on audit and examination; (4) a 
committee on employes relationships and 
related subjects; (5) inauguration of a 
study of all phases of personnel, includ- 
ing salaries, compensation, expenses, 
pension plans and related subjects. 

In September, 1946, the Home adopted 
a plan of Group life insurance provid- 
ing substantial protection for all em- 
ployes under a Group policy issued by 
the Metropolitan Life. In 1947 the plan 
was broadened by addition of hospital 
expense insurance, supplementary hos- 
pital benefits for physicians’ attendance 
and surgical operation insurance for 


both employes and their dependents. 
Broadening of plan was under consid- 


eration early as October, 1946. Under 
the plan the largest part of the cost 
of the new benefits will be borne en- 
tirely by the Home. 

In the report to the Commissioners 
Mr. Dineen said in part: “From what 
has thus far been done the Department 
feels that the management and the board 
of directors have eliminated the condi- 
tions which gave rise to the examiners’ 
criticisms and, in fact, have gone beyond 
in an effort to produce a result satisfac- 
tory to all concerned.” 


What Constitutes Reasonable Expense 
Another paragraph in the report says: 


The Department appreciates that it is some- 
times difficult to draw a line as to what con- 
Stitutes a reasonable expenditure or an _ ex- 
travagant one. What might be a_ reasonable 
expenditure for a very large company might 
be extravagant for a small one. And there 
are a variety of other factors which would 
enter into the picture. The Department is dis- 
posed to give companies operating under its 
jurisdiction the widest managerial latitude con- 
sistent with the public interest. Under ordinary 
crcumstances it is not disposed to substitute 
its judgment for that of management as to what 
constitute reasonable expenditures. Neverthe- 
less, the Department will not hesitate to inter- 
vene where expenditures are improper or un- 
necessary, but the first requisite of determining 
the reasonableness and propriety of expenditures 
is an adequate system of vouchers whereby the 
nature and purpose of the various expenditures 
can be appraised. 

Continuing Superintendent 
said in part about the Home: 


An improved method of dealing with expense 
accounts for all officers, including the president, 
is now under consideration and will be sub- 
mitted to the Department for scrutiny before it 
is finally submitted to the board for adoption. 
The proposed plan contemplates strict adherence 
to the new voucher law (Insurance Law, Sec- 
tion 66, effective September 1, 1946) and will 
be tied in with the newly created committee on 
audit appointed by the board of directors and 
with the over-all check-up of disbursements by 
the comptroller (a newly-created office) who will 
be accountable to the board of directors. The 
actions already taken and those projected are 
satisfactory to the Department and indicate a 
desire upon the part of the management and 
the board of directors to handle this phase of 
the company’s activities on a basis above criti- 


cism. 
The Museum 


Discussing the Museum in the Home 
of fire engines, fire marks, firemen’s hats 
and insignia Superintendent said in 
part: 

The Museum was conducted for advertising 
and educational purposes and the examiners 
had no criticism of that activity. They made 
the point that no inventory separating company 


(Continued on Page 28) 
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Springfield F. & M. 
Making Stock Offering 

TO ITS PRESENT STOCKHOLDERS 

Proceeds From 200,000 Shares at $38 


a Share Will Provide Additional 
Working Capital 





Springfield Fire & Marine Insurance 
Company is offering to its stockholders 
a new issue of 200,000 shares of $10 par 
value capital stock at a price of $38 per 
share, on the basis of one share of new 
stock for each two and one-half shares 
of common stock held of record on Oc- 
tober 6. The First Boston Corporation 
and Kidder, Peabody & Co. head a na- 
tionwide group of investment banking 
firms which is underwriting the offering 
to stockholders. The subscription period 
expires on December 5. 

Proceeds from the 
stock will provide 


sale of the new 
the company with 
additional working capital. The rapid 
growth in premitm volume in recent 
years has made it advisable to obtain 
additional capital funds so that the com- 
pany may continue to write its share of 
desirable insurance business and_ will 
strengthen the relationship of its capital 
funds to the volurme of premiums written. 

The company is currently paying quar- 
terly dividends of 47% cents per share or 
at the annual rate of $1.90 per share. 

Total admitted assets of the group for 
the twelve months ended August 31, 1947, 
amounted to $61,398,599 and net pre- 
miums written were $38,572,133. 

Associated with The First Boston Cor- 
poration and Kidder, Peabody & Co. in 
the underwriting are Blyth & Co., Inc.; 
Goldman, Sachs & Co.; Harriman Ripley 

o., Incorporated; Lazard Freres & 
Co.; F. S. Smithers & Co.; White, 
Weld & Co.; M. A. Schapiro & Co., Inc.; 
Clark, Dodge & Co.; Coffin & Burr, In- 
corporated; Estabrook & Co.; Horn- 
blower & Weeks; Lee Higginson Corpo- 
ration; Merrill Lynch, Pierce, Fenner & 
Beane; Tifft Bros.; Cooley & Co.; Fol- 
ger, Nolan, Incorporated; Mackubin, 
Legg & Co.; Putnam & Co.; Tucker, An- 
thony & Co.; G. H. Walker & Co.; 
Whiting, Weeks & Stubbs, and Bacon, 
Whipple & Co. 

Also Shelby Cullom Davis & Co.; First 
Southwest Company; The Milwaukee 
Company; Maynard H. Murch & Co.; 
Pacific Company of California; Pacific 
Northwest Company; Rauscher, Pierce 
& Co., Inc.; Chas. W. Scranton & Co.; 
William R. Staats Company; Stroud & 
Company, Incorporated; Watling, Ler- 
chen & Co.; H. F. Boynton & Co., Inc.; 
Percy O. Dorr & Co., Inc.; Robert 
Garrett & Sons; Granbery, Marache & 
Lord; Kinsley & Adams and William H. 
Rybeck & Company. 
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A Satisfied Broker says: 


Service in this fine old agency has 
helped considerably to solve my prob- 
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Stott Deplores Idea of 
Govt. Aid to Insurance 


BUT SAYS INSURERS MUST ACT 





NAIA Vice President Cites Creation 
of N. Y. State Fund as Instance 
of Lack of Proper Foresight 





Citing progress of the New York 
State Fund in the .compensation field 
as an unwarranted intrusion into the 
field of private company insurance John 
C. Stott of Norwich, N. Y., vice presi- 
dent of the National Association of 
Insurance Agents, warns stock carriers 
that they face a similar danger nation- 
ally unless they act to overcome the 
present lack of insurance market for 
many risks. 

Addressing the Maryland Association 
convention at Baltimore last week Mr. 
Stott deplored the suggestion, made* by 
some Southern agents, that a Federally 
financed reinsurance corporation be 
formed to provide additional insurance 
facilities. However, he declared that 
such a danger exists and because of a 
shortage of compensation facilities 
years ago the New York State fund 
came into being. 

Government Action Possible 

“The lack of market in our business 
is still indeed a serious problem,” Mr. 
Stott said, “and it is becoming serious 
to small agents as well as to large 

agents. If this situation continues and 
should grow perceptibly worse, we as 
an industry, are by our lack of fore- 
sight, extending an invitation to Goy- 
ernment, Federal or state, to assist us. 

“We may as well face facts. What 
the agents and the companies have 
sowed over the years—someone is go- 
ing to reap. Who will do the reaping 
—private enterprise or Government? 
What have we sowed? We have sowed 
seeds that created demand for protec- 
tion—insurance protection. We have be- 
lieved, and we have told Mr. and Mrs. 
America that they needed protection 
and service. We have told them in more 
recent years and months that values 
have increased and that they should 
increase their insurance to be in line 
with these new values. 

“Just where does that situation leave 
both companies and agents today? It 
leaves us holding a bag full of ‘Faith’ 
that the American people have in us to 
do the job we said we would do and 
that we must do, if our private enter- 
prise system is to continue to hold its 
proper place in our national economy. 
Our companies must supply the demand 
that faces us,” Stott emphasized. 

“There is talk—and I sincerely hope 
that it does not become more serious, 
that a gigantic Federal Reinsurance 
Corporation would solve the market 
problem. This sort of talk, and any 
action along this line is an indictment 
against the insurance corporations of 
this country, that have in the past well 
served the public and the American 
Agency System. This indictment must 
not long stand. Our companies, I am 
sure will, individually and collectively, 
and without deay, find increased facili- 
ties to meet present and future de- 
mands. 

“T woud like to say to both agents 
and company executives who might be 
prone to turn to Government for tem- 
porary market relief, to study the origin 
and growth of Government in the in- 
surance business in the state of New 
York. 

“I refer to the State Insurance Fund 
organized in 1914 by the legislature « of 
the state to write compensation insur 
ance. There is a striking similarity he. 
tween conditions at that time in New 
York state and the conditions that exist 
in varying degrees throughout tie 
United States at this time. I wish it 
were not so. There was a lack of 
market in the offing. It was anticipated 
that there would be an unsatisfied de- 
mand for coverage. There was an op- 


(Continued on Page 30) 
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New York Pier Fire Hazards Termed 
Disgrace to City by N. Y. Board 


New York City’s government is se- 
verely criticized by the New York Board 

Fire Underwriters for its failure to 

ke more steps to prevent major catas- 
ophes, such as the disastrous Grace 

ne pier fire on September 28. In a 

jort on this fire at Pier 57 in New 

rk City the Bureau of Fire Preven- 

n and Water Supply of the New York 

ard states that “ordinarily fires re- 

iring the concentration of large 
«mounts of men and equipment before 
hey can be extinguished, and then only 
after almost total loss, can only be 
assified as a disgrace to the city in 
vhich they occur.” 

William G. Hayne, superintendent of 
e committee, who prepared the report, 
seys that “since the authorities charged 
ith the responsibility of the protection 
f water front property have failed to 
take the necessary steps to eliminate or 
substantially reduce the fire hazard in- 
herent to many of the piers, it is again 
necessary to reiterate that underwriters 
should use extreme care in writing this 
class of risk.” 

$3,000,000 Insurance 

The Grace Line pier fire in September 
destroyed practically the entire pier, its 
bulkhead building and contents. Insur- 
ance on the pier and bulkhead building 
totalled $1,600,000, in addition to which 
there was $200,000 use and occupancy 
insurance. Loss on contents is estimated 
at $1,250,000. 

Presenting its conclusions the New 
York Board in its report says: 

“When the smoke has blown away 
recollection of this fire in the minds of 
the public remains only as just another 
spectacular water front fire. Little 
thought is given as to why in this the 
largest and wealthiest city in the world 
such a large fire could occur. Why a 
fire, discovered when it was of but minor 
proportions, could defy the most earnest 
and concentrated efforts of the Fire De- 
partment of the city to extinguish it 
before the pier was a complete wreck. 
Why advantage is not taken of the tech- 
nical knowledge and skills available ,that 
would permit extinguishment of a fire 
of this character with but a few gallons 
of water and practically no damage, in- 
stead of millions of gallons and total 
damage. 

Board Recommendations Disregarded 


“It means many things of which proper 
construction is vitally important. In so 
far as this report is concerned, there- 
fore, the cause of this fire is not of 
exceptional moment, but the reason why 
it was able to spread so easily to the 
extent that it did is of decided im- 
portance. Had this pier been made to 
conform to the recommendations of this 
board, generally made for the majority 
of the piers of this harbor, there is little 
doubt that this fire would have been 
of only minor proportions. 

“The fact that the spread of the fire 

ceased at the concrete walls in the 
substructure of the bulkhead building 
demonstrates very clearly the value of 
such walls. Without them there is a 
very strong possibility that other piers 
would have been damaged. 
_ “In a,combustible substructure there 
is no substitute for a permanent wall 
to provide a fire break and restrict a 
fire to definite limits. Although various 
provisions may be made to enable the 
Fire Department to extinguish a fire 
In a combustible substructure, none 
should be considered efficient unless it 
is to be used in conjunction with perma- 
nent walls. 

“When the Cunard Pier No. 54 was 
rebuilt after the fire of 1932, heavy 
timber walls were erected in the sub- 
Structure, but other means to permit 
the Fire Department to easily reach and 
extinguish a fire between the walls was 


not provided. Unless both the walls and 
extinguishment facilities for Fire Depart- 
ment use are provided the Fire Depart- 
ment quite likely will always find fire 
in a combustible substructure a foe with 
which it cannot successfully cope. 


Unsprinklered Open Areas 

“Although this fire was primarily a 
substructure fire, we should not lose 
sight of the fact that fires originating 
in the superstructure of piers have also 
resulted in practically complete destruc- 
tion of the pier, because the superstruc- 
ture was allowed to remain as one large 
unsprinklered and unbroken area. Large 
area structures, even of incombustible 
construction, when housing combustible 
material are vulnerable to destruction by 
fire. This is practically so of piers ac- 
cessible to land fire companies only from 
one narrow end.” 


Cunard Fire of 1932 

Telling of previous fire along New 
York City’s waterfront Mr. Hayne says 
in the report: 

“During the course of a year numerous 
fires occur in piers in New York harbor. 
Most of them are extinguished without 
difficulty and with minor loss. All too 
frequently however, fire in a pier ex- 
tends beyond the ability of the Fire De- 
partment to extinguish it before the 
pier and its contents are practically a 
complete loss. In 1932 Pier No. 54, Hud- 
son River, occupied by the Cunard 
Steamship Company was destroyed by 
fire and the spotlight of apprehension 
was focused most sharply upon the 
vulnerability to destruction by fire, of 
the piers in this harbor. 

“Since then fire has practically com- 
pletely destroyed ten additional piers. 
The Cunard pier fire was of special in- 
terest because, except for the substruc- 
ture and roof, the pier was of incom- 
bustible construction and many thought 
it was beyond the possibility of sus- 
taining anything but minor damage by 
fire. Fire originated in the substructure 
under the pier deck at the bulkhead 
however, and spread unchecked to the 
very other end of the pier. 

“As the piling burned away the pier 
collapsed into the river and was a com- 
plete loss. That fire was discovered in 
its incipient stage and the Fire Depart- 
ment was summoned without undue de- 
lay. The water supply for fighting the 
fire was much greater than needed, the 
weather was not unfavorable, the Fire 
Department had plenty of land and 
marine equipment and there were no 
other unfavorable influences present. The 
Fire Department was unable to ex- 
tinguish the fire however with despatch, 
and what is more important was unable 
to confine it to a reasonable area. 

“This was considered as not due to 
any particular inefficiency upon the Fire 
Department but rather because the fire 
was under the deck where it could not 
be reached readily by any means avail- 
able. The pier deck was of asphait on 
six inch reinforced concrete on heavy 
pine planking and before the Fire De- 
partment could break holes through this 
combination of construction in order to 
insert nozzles the fire spread beyond 
them. 

“This was more or less of a new ex- 
perience in this type of pier in New 
York City and consequently that fire 
was given careful study. A report pub- 
lished by this board on that fire stressed 
the need for alterations to the existing 
piers to prevent a repetition. The solu- 
tion to the problem of preventing this 
conflagration type of pier fire is not in- 
surmountable nor is it at all difficult, 
instead it is comparatively simple. 

Nine Bad Pier Fires in 15 Years 

“Knowledge as to what should be done 
to the piers to immunize them from 
such excessive losses was and is avail- 
able. Fifteen years and nine very bad 


Promotions Announced 
By Aetna Fire Group 


TWO IN SOUTHERN DEPARTMENT 





Giddings and Ives Agency Supervisors; 
Macdonald Supervisor in Reporting 
Cover Department 





Arthur E. Giddings and Arthur M. 
Ives have been promoted to agency 
supervisors in the Southern department, 
and James M. Macdonald has been pro- 
moted to agency supervisor in the re- 
porting cover department, according to 
an announcemennt by President W. 
Ross McCain of the Aetna Insurance 
Group. 

Mr. Giddings, formerly examiner for 
Louisiana, joined the organization in 
1920 as a member of the Audit Depart- 
ment. From 1925 to 1933 he was away 
from the home office, first in Raleigh, 
N. C., and later in Alabama where he 
filled the position of special agent. He 
was recalled to the home office in Hart- 
ford, in 1933, when he was made exam- 
iner. Mr. Giddings is a native of East 
Hartford and a graduate of its high 
school. Before going to the Aetna he 
spent twelve years with a life insurance 
company. 

Mr. Ives has been with the Aetna 
since 1924. After serving as a clerk in 
the brokerage department, he became 
assistant examiner of the New Jersey 
department. Since 1928 he has been an 
examiner in the Southern department. 
Mr. Ives is a native of Paterson, N. J., 
where he attended high and business 
schools. He was employed in New York 
before going to Hartford in 1924. Dur- 
ing World War I he served for three 
years in the United States Navy. 

Mr. Macdonald observed his twenty- 
fifth anniversary last June as a member 
of the Aetna staff. He joined the com- 
pany in 1922 as mail clerk. After serv- 
ing several years as examiner in the 
Southern department he was transferred 
to the reporting cover department in 
1938. Mr. Macdonald is a native of 
Warehouse Point, a graduate of its 
high school and a one-time student at 
the Carnegie Institute of Technology. 





CODERES VISIT NEW YORK 

President C. F. Codere of the St. Paul 
Fire & Marine returned to St. Paul this 
week from a business trip to New York. 
While in the east he and Mrs. Codere 
visited their daughter, Helen, who is a 
member of the faculty at Vassar College. 





VA. RATE COUNSEL DIES 

J. Gordon Bohannan, for many years 
counsel for the Virginia Rating Bureau, 
died at a hospital in Richmond last 
week, aged 67. He was a former presi- 
dent of the Virginia Bar Association. 
For two years, he was president of the 
Virginia State Chamber of Commerce. 





pier fires later, it is disconcerting, to 
state it mildly, to lose another pier 
almost a twin of No. 54 and just two 
piers further north by an almost iden- 
tical fire, because practically none of 
the lessons so expensively learned were 
applied to Pier No. 57. 

“Except for greater damage the only 
difference between this fire and that of 
the Cunard Pier No. 54 is that the 
Cunard fire started at the shore end and 
spread to the river end, while this one 
started at the river end and spread in 
like manner to the shore end, showing 
that under deck pier fires may travel 
easily in either direction in spite of 
many’s very best efforts to stop them, 
when proper before-hand precautions 
have not been taken. 

“In this day and age with all the 
technical knowledge and skills available, 
it seems incredible that a fire on a 
pier in the City of New York discovered 
in its very early stages, and without 
unfavorable influences prevailing at the 
time, could destroy the entire pier.” 
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Buyer Says Big Assureds Must Cut 


Losses to Get Adequate Insurance 


I-xcessive fire losses resulting from 
carelessness, indifference and lack of 
discipline in respect to fire hazards in 


are in part the cause of a 
insurance facilities, Frank 
B. Flahive, vice president of the Colum- 
bia Engineering Corp., New York, told 
the American Management Association 
conference meeting in) Chi- 
week. Most fires are unnec- 
with a little better plant 
few fires, he said, would 
proportions now being 


big risks 
shortage of 


insurance 
cago last 
essary and 
protection very 
ever reach the 
experienced. 


“We on the buyer's side must do the 


job expected of us, which is a_ better 
iob than we are doing today with un- 
precedented losses,” he continued. “This 


loss situation can be whipped into line. 
It must, but we'll have to give more 
attention to the safeguarding of our 
properties, such as we are giving to 


the safeguarding of our output, of our 
price structures and of our profits. 
Fire Hazards Not Detected 
“Because of the high rate of activity 
in our plants, we are not maintaining 
the rigid inspections and follow-up of 
conditions which make for, and_ fre- 
quently result in, fires, and, further- 
more, are accepting the relaxation from 
the high discipline and nervous tension 
of workers during the war; and also 
because of the high demand for work- 


ers, many untrained and unexperienced 
persons are employed who either do not 
realize the risks all around them or are 


indifferent to them. 

“These make swell sounding alibis 
but they do not relieve management 
from the responsibility of the worst 
fire loss record in the history of the 
nation; the worst fire loss record as a 
time when fire fighting facilities, the 
‘know-how,’ and the best of equipment 


is available to all. 
“Perhaps, we all better slow 
little, at least to the extent of 


down a 
getting 


Herd on Capacity 


(Continued from Page 1) 


accounts 
to post, 
year to 

During 


Specifically, I refer to those 
which are shopped from pillar 
from market to market, from 
year, strictly on a cost basis. 
lush times such accounts usually find 
soft spots and as the insurance com- 
panies give up in despair or are no 
longer willing to trade such accounts 
for otherwise acceptable accounts, the 
broker or buyer’s insurance manager 
finds replacements. 

“With the 
the business of 
from 
charges by 


contronting 
insurance or justifying 
coast to coast our rates and 
supporting statistics and 
facts, the known unsound underwriting 
practices in insurance are being aban- 
doned. Those who have profited unfairly 
in the past by ‘soft’ markets, whether 
domestic or foreign, will also have to 
adjust thcir sights and adopt a revised 
ittitude toward the insurance carriers, 
they have not already done so.” 


prospect now 


Mr. Herd also opposed elimination of 
term policies and said it would be un- 
fortunate to curtail or abolish the ex- 
tended coverage endorsement. Present- 
ing his studied views on the whole 
question of adequate markets for insur- 
anee coverage Mr. Herd said: 


No Problems in Marine Field 


“So far as I know, no general problem 
of capacity is bedeviling the marine com- 
panies today. There may be a few con- 
centrations of value such as will be 
found in the Queen Mary and the Queen 
Klizabeth both of which were too much 


for the private world-wide marine in- 
surance market to absorb even at the 
time when they were marine builders’ 
risks.: However, such risks are the ex- 


back on the job of intensification of 
fire prevention in the hope that the 
elimination of such utter waste might 
contribute much to the solution of the 
current problem of ‘no more insurance 
available.’ ” 
Insurance Companies’ Duty 
review suggestions from buyers 
proposals of underwriters, there 
that seem more harmful than 
helpful,” said Mr. Flahive. “Perhaps, 
the most upsetting to the buyer, who 
is unable to secure protection in the 
volume desired, is the proposal to elimi- 
nate term insurance. Term insurance to 
the large buyer, and he is the one most 
hurt today, is as much a part of his 
program as are quantity discounts on 
volume purchases of goods and mate- 
rials, or cash discount for prompt pay- 
ment. They are part of his insurance 
set-up; they were established on sound 
logic, namely, the less frequent the re- 
newal, the less the cost of handling and 
the less competition for the seller. This 
proposal to eliminate term insurance 1s 
simply a move to increase rates. We 
should pay our way, the companies are 
entitled to a profit but this proposal is 
make-shift, doesn’t seem equitable, 
doesn’t ring true. 

“They cannot in their opinion afford 
continuance of a shortage of this pro- 
tection whether such shortage be in the 
form of ‘no insurance available’ or as 
(self insurer) ‘co-insurer’ to a greater 
extent than has been the practice in 
the past; and I have a feeling, a very 
strong feeling, that if the insurance 
industry does not meet the full needs, 
the buyer will seek other sources and 
there are not many ‘other’ sources left. 

“We simply do not want Government 
insurance whether it be state or Fed- 
eral. We have had a taste of it in war 
risk, in crop insurance, in workmen’s 
compensation and unemployment insur- 
ance. 


“To 
and 
are some 





ception, and to my knowledge marine 
underwriters are today competitively 
seeking marine business in much _ the 


same fashion as before the war. 

3efore leaving this subject, it would 
be well to note that, by and large, the 
marine insurance business is written by 
combination fire and marine insurance 
companies so that the appetite for new 
premiums on at least one side of the 
fire company house has not become jaded 
by a sufficiency. 

“Incidental to the marine activities of 
fire and marine companies, it would per- 
haps be remiss to ignore the subject 
of the so-called inland marine class. It 
is a lusty baby, and with a few possible 
exceptions, has a healthy appetite for 
new business. The possible exceptions 
may be long distance truckers’ cargo 
policies, certain notoriously unprofitable 
and hazardous jewelry schedules and 
perhaps a few additional classes of minor 
importance. Even the personal property 


floater policy, with unsatisfactory and 
steadily increasing over-all loss ratio, 
still seems to find a ready market and 


I think I can safely say that the buyer 
is encountering comparatively little dif- 
ficulty in finding a market for his inland 
marine placements generally. 

“It is generally acknowledged by fire 
insurance satisticians that 40% of our 
written premium income flows from 
dwellings and contents. Another 40% is 
produced by the mercantile bu‘lding and 
contents classes. The medium-sized man- 
ufacturing risks, institutional property, 
habitational risks (other than dwellings), 
farms, warehouse and _ transportation 
properties produce another 18%. About 
three-fifths of the remaining 2% is 
written through pools or syndicates 
leaving something considerably less than 
1% of previous income as the area prob- 
ably within which trouble resides. 


any 





J. VICTOR HERD 


In other words, when we strip the prob- 
lem down to its comparative self, it is 


a good premise from which to start 
examining the creature. 
New Capital 
“As of the present date there have 


been less than $60,000,000 of new money 
sought by the fire insurance companies. 
This amounts to slightly more than 1% 
of the total assets of all fire insurance 
companies doing business as at the close 
of 1946 (excepting factory mutuals and 
local farm mutuals). It is approximately 
14% of the total admitted assets of all 
stock companies doing business in the 
United States as of the same date, and 
about 3% of the surplus as regards 
policyholdérs enjoyed by the same com- 
panies as of the same date. 

“If the possible additional capital re- 
quirements about whcih we hear materi- 
alize it will still amount in the aggregate 
to not exceeding $200,000,000 all told or 
less than 5% of stock company assets 
as of the beginning of this year, or about 
10% of the surplus as regards policy- 
holders of such companies as at the 
same date. 

“Incidentally, as to the suggestion re- 
garding a reinsurance company, a billion 
dollars is 50% of the aggregate surplus 
as regards policyholders held by all 
stock companies as at the end of 1946. 
If such an amount of capital could be 
found for employment in the fire re- 
insurance market I would hesitate to 
suggest that it could begin to earn its 
keep even if all of the insurance busi- 
ness now restive found a home, directly 
or indirectly, with such a company. 
Term Policies and Extended Coverage 

“There has been much said and written 
lately on the subject of term insurance 
and the possible elimination of term 
policies. In my opinion, it would be a 
step backward for the industry to de- 
prive the public of the term policy ad- 
vantages, especially after the producers 
and companies have strained for so many 
years to broaden the use of term policies 
by the public. If the term business on 
the books of the companies is analyzed 
in its relationship to prospective term 
writings, any benefits which might be 
expected in the present tight situation 
fade into insignificance. 

“For instance, we are running off three 
and five year term business every day. 
To the extent that such business is cur- 
rently being replaced there is no material 
fluctuation in unearned premium reserve. 
To the extent that new business is 
being booked there might be some relief 
if all such new business were put on 
an annual term basis but as a partial 
offset to any such relief the producers 
and companies would have the increased 
expense of handling the solicitation, un- 
derwriting, accounting and banking three 
or five times in contrast to handling 
such items only once in three or five 
years under present circumstances. I see 





STRESSES ADVANTAGES OF PPF 


O’Loughlin, Phoenix State Agent, Ad- 
dress N. Y. Agents; Urges Use of 
Deductible Clauses 
Henry O’Loughlin, state agent of «he 
Phoenix Insurance Company, stressed 
advantages of the personal prope-ty 
floater policy to a meeting of western 
New York agent, members of the New 
York State Association, held in Buffalo, 
November 20. He told the agents that 
this class produced over $25,000,000 in 
premiums in 1946 and described the many 
advantages to the assured afforded hy 
the personal property floater, particularly 
where the deductible clause was prop- 

erly used. 

In explaining details of the deductible 
clause, State Agent O'Loughlin told the 
agents that the substantial production 
in premiums, following the use of the 
deductible, would widen their field of 
prospects and make selling easier. He 
said that agents need have no fear of 
reduction in income, due to loss of 
specific fire and burglary business, since 
experience had proved that the advan- 
tages of the broader coverage and the 
discussion of value involved usually re- 
sulted in a larger volume of business, 

The speaker illustrated his talk with 
several case histories showing where 
failure to solicit the PPF class had 
brought on loss of the agent’s customers 
without his knowledge at the time, 
through the use by a competitor of the 
pick-up endorsement. 

In closing Mr. O’Loughlin stressed the 
fact that the PPF is a proven policy, 
sold for twenty years on approximately 
the same terms and conditions, subject 
only to minor extensions and that the 
sale of the personal property floater has 
resulted in increased prestige and addi- 
tional busines for agents. 





Three Cos. Broaden Scope 
Of Canadian Operations 


Three companies have completed ar- 
rangements to broaden the scope of 
their operations in Canada, according to 
G. D. Finlayson, Canadian Superinten- 
dent of Insurance. 

A certificate of registry has been is- 
sued to the Westminster Fire Office to 
handle accident, automobile, guarantee, 
inland transportation, personal property, 
plate glass and theft insurance in Can- 
ada. This is in addition to the classes 
for which the company already is regis- 
tered. 

Alliance Insurance Co. has been given 
approval for automobile, inland trans- 
portation, personal property, plate glass 
and theft insurance, in addition to the 
other classes for which it is registered. 

Franklin Fire of Philadelphia has been 
licensed for earthquake, falling aircratt 
and impact by vehicles insurance, lim- 
ited to the insurance of the same prop- 
erty as is insured under a policy ot 
fire insurance of the company. Also, 
the company has been licensed for real 
property insurance to the extent au- 
thorized by the insurance laws of Penn- 
sylvania. 





nothing which can be done in connection 
with the term practices to afford reiiel 
from the certain conditions we are here 
to discuss. 

“T feel that it would be an unfortunate 
step for the insurance industry to curiail 
or abolish the extended coverage «!- 
dorsement. Granting for the momvnt 
that some rough spots have develo; ed 
here and there in connection with ‘ne 
liabilities accru‘ng under the exten «d 
coverage endorsement, these should »¢ 
adjusted and the whole program carr‘ 
on by the companeis with revisions |) ‘¢ 
and there as experience and devel: 
ments warrant. It is interesting to n 
before leaving this item, that the o\ 
all rceord of the insurance compat: 
under the extended coverage endor 
ment since its inception has not bh 


unsatisfactory.” 
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0 EASY TASK awaited John McLough- 
lin in 1824 when he assumed his duties 
as manager of the Hudson’s Bay Company 
interests from the Rockies to the Pacific, 
from Russian Alaska to Spanish California. 
During twenty-two successful years the 
Quebec-born trader was the hope and sup- 
port of Oregon country pioneers, king of 
a thousand Canadian trappers and auto- 
crat of a hundred thousand Indians. 
The second quarter of the last century 
was Critical in the history of this vast wil- 
derness, and McLoughlin became its out- 
standing figure. Despite orders to subdue 
the Indians while still inducing them to 
collect furs and to keep the land wild for 
fur-bearing animals by discouraging agri- 





The house is now a treasury of early Oregon relics 


cultural settlers, his con- 
science and humanity won 
out; it was his generosity to 
American immigrants reach- 
ing his territory ina destitute 
condition that earned him 
his recognition as “Father of 
Oregon.” His 
ment of agriculture and the 
exportation of lumber, sal- 


encourage- 


mon and flour were of great 
commercial importance at a 
time when the country was looked upon 
merely as a good trapping ground. How- 
ever, his superior’s complaints against this 
policy eventually culminated in an order to 
give no further aid to settlers. In 1846 
McLoughlin resigned rather than obey and 
moved to Oregon City where he became an 
American citizen in 1851. 

His home there, probably designed by 
Dr. McLoughlin himself in a colo- 
nial style adapted to pioneer living 
conditions, was built largely of lum- 
ber hand-hewn on the spot. The 
doors and windows were brought 
around Cape Horn from the East. 
The furniture, silver and china came 
from England. This 
patriarch of the 
Northwest was an 
imposing personal- 
ity, 6 feet 4 inches 
tall, with long white 


locks that had earned FIRE 





































The dining room furniture was used by McLoughlin at Fort Vancouver 


him the Indian name of “White Eagle.” In 
his new home he maintained a high stand- 
ard of living for the times and more than 
once reproved the colonists, “Your manners, 
before ladies,” when hats were not removed 
in the presence of his part Indian wife. 

His house now has been moved from its 
original site to a bluff above the river on 
land McLoughlin gave the city for a public 
park. It is administered by the McLoughlin 
Memorial Association, the Municipality of 
Oregon City and the National Park Service. 

The Home, through its agents and bro- 
kers, is America’s leading insurance protec- 
tor of American Homes and the Homes of 
American Industry. 


« THE HOME « 


NEW YORK 


AUTOMOBILE © MARINE 
























Profit Commission Formula Held by 
Canadian Agents as Cut in Income 


curred; net profit or loss current year. 

Considerable opposition already has 
developed in agency ranks towards the 
adoption of this formula by the board 


The Dominion Board of Insurance 
Underwriters has adopted, in the main, 
suggested commission revisions as rec- 
ommended by the Canadian Under- 
writers Association. It is expected that 
changes with respect to automobile 
business will go into effect with the 
new year; and for fire and casualty 
business possibly by the first of next 
April. 

Little in the way of actual detail has 
been released for publication, apart from 
the fact that commissions on sprinklered 
business are going to be hiked from 20 
to 221%4%; and that the profit commis- 
sion system is to be extended to citv 
agents based on a three-year average. 


Toronto and Mutual Agents Affected 


It is considered likely that agents 
within Toronto and Montreal will be 
primarily affected by the changes. 
Profit commission, for them, is being 
interpreted to mean a rate payable on 
such lines as fire, use and occupancy, 
profits, tornado, windstorm, earthquake, 
sprinkler leakage, riot, civil commotion, 
rent, unearned premium insurance, etc. 

Preliminary advices suggest that this 
profit commission is not going to be al- 
lowed to go beyond 10%; afid it is 
pointed out that to obtain this agents 
will have to sign a form of agreement 
which has been drawn up by the Cana- 
dian Underwriters Association and ap- 
proved by the Dominion Board of In- 
surance Underwriters. The nrofit com- 
mission is being calculated, reliable 
sources say, on a three-year average. 

The profit commission formula, accord- 
ing to an official release, points out that 
the commission will be payable on the 
net profits of the business. : 

A printed copy of the form, which 
has been made available, itemizes the 
essential details in tabulated form so 
that the net profit or loss can be as- 
certained. 

There are two main headings, income 
and outgo. Under income are the fol- 
lowing: premiums, less rebates; deduct 
reinsurance placed or requested by the 
agent; net premiums written; add re- 
serve 50% of net premium written in 
previous year; deduct reserve 50% of 
net premium written in current year; 
and this leaves earned premiums. 


Details of Outgo 


Under outgo, the profit commission 
formula is tabulated as follows: com- 
missions (on net premiums after deduct- 
ing premiums on reinsurance placed or 
requested by agent); other expenses, 
charges by the agent to the company, 
viz: dominion, provincial and municipal 
taxes; provincial, municipal licenses and 
filing fees; board assessments; manage- 
ment expenses, 744% of net premiums; 
total expense. oth 

3eneath that in the formula, and 
also under the heading of outgo, the fol- 
lowing appear: losses paid during the 
current year; adjustment expense; less 
losses o/s at beginning of current year; 
add losses o/s at end of current year; 
loss and adjustment expense incurred 
(any salvage or recoveries on account 
of reinsurance placed or requested by 
agent deducted); expenses or losses in- 


companies. Agents several weeks ago 
had an inkling some such matter was 
under discussion. The attitude is that 
their commissions are being reduced 
at a time when their overhead is going 
up. 

Agents are inclined to the oninion 
that if they do not sign an agreement 
to accept the new terms of the board 
companies, they will be blacklisted and 
denied the privilege of board rating 
schedules and services. Opinion in some 
quarters is that many agents may forego 
board privileges for any group or indi- 
vidual company which will give them a 
better commission break. 





Cowles New Chairman of 
New England Advisory Board 


Edwin S. Cowles, Jr., of Hartford was 
elected chairman of the New England 
Advisory Board at the annual meeting 
held last week in Boston. The board is 
composed of officers of the six New 
England agents’ associations. Mr. Cow- 
les succeeds E. Shepley Paul of Au- 
burn, Me., past president of the Maine 
Association. Edward S. Pike of Rut- 
land, Vt., was reelected secretary-treas- 
urer of the board, and Howard A. Allen 
of Burlington, Vt. was elected vice 
chairman. 

The 1948 summer meeting of the 
New England agents’ association will 
be held at Poland Spring, Me., on June 
16-18 inclusive. The Mount Washington 
Hotel at Bretton Woods, N. H., was 
tentatively selected for the 1949 gath- 
ering. 





New Minn. Commissioner 
Prominent in Agency Field 


As announced briefly in this paper 
last week, Armand W. Harris of St. 
Paul, has beeen appointed Insurance 
Commissioner of Minnesota to succeed 
Newell R. Johnson who has submitted 
his resignation effective December 1. Mr. 
Harris, whose appointment was made by 
Governor Luther W. Youngdahl, has 
been with the Department since last fall 
when he was appointed to fill a new 
post in connection with administration of 
the state’s new All-Industry rate regu- 
latory statutes. 

A past president of the Minnesota As- 
sociation of Insurance Agents, Mr. 
Harris is well known throughout the 
state. A veteran of World War I, he 
studied law at the St. Paul College of 
Law, passed his bar examination and 
for a while practiced law in Minneapolis. 
While practicing he did some insurance 
claim work, then began devoting full 
time to such work, resulting in his en- 
trance later into the insurance business 
in St. Paul. When appointed to his posi- 
tion of rate supervisor he relinquished 
all affiliations with the Armand Harris 
agency, turning the business over to 
his son. 


W. J. Dodd President of 


Connecticut Agents’ Ass’n 


William J. Dodd of Waterbury was 
elected president of the Connecticut As- 
sociation of Insurance Agents at the 
two-day annual meeting held in Hart- 
ford last week. He succeeds David A. 
North of New Haven, former president 
of the National Association. Other offi- 
cers elected are William W. Hatfield, 
Bridgeport, vice president; Paul L. 
Avery, Granby, secretary-treasurer, and 
Edwin S. Cowles, Jr., Hartford, na- 
tional state director. William H. Wiley, 
Hartford, continues as executive secre- 
tary. Under amendments adopted the 
posts of regional vice presidents are 
eliminated and a board of directors sub- 
stituted. Membership in the state asso- 
ciation now exceeds 675, compared with 
610 on September 1, 1946. 

The association’s new board of di- 
rectors, which began functioning during 
the course of the meeting, consists of 
the following representatives of each of 
the fourteen local boards in the state: 

Thurston V. Lawshe, president, Water- 
bury Board; Frank B. Howes, Meriden 
Board; John R. Hansen, president, 
Bridgeport Board; Fred Baldwin of Tor- 
rington for Litchfield County Board; 
Clifton Carlson, president, New Britain 
Board; Daniel Miller, president, Stam- 
ford Board; Walter Marshall, vice 
president, Greenwich Board; Frank G. 
Waters, president, Norwich Board; 
David M. Katz, executive committee 
chairman, Hartford Board; Clinton M. 
Evans, vice president, New Haven 
Board; Melvin Lincoln, president, Willi- 
mantic Board; Philip Bliss, president, 
Middletown Board; Edward A. Clarke, 
president, Wallingford Board; Lawrence 
P. Smith, New London Board. 

John C. Stott of the National Associa- 
tion paid tribute to David A. North, 
outgoing president, for his outstanding 
service to the Connecticut and national 
associations. On behalf of the associa- 
tion, Edwin Cowles presented Mr. North 
with a pen and pencil set. 


Brooklyn Brokers Will 
Install Officers Dec. 3 


On December 3 the Brooklyn Insur- 
ance Brokers Association will hold its 
annual instalment luncheon installing 
the new president, Max A. Pulver, and 
other officers. Guests invited are Al- 
fred J. Bohlinger, Walter J. Martineau 
and Carl Typermass, Deputy Superin- 
tendents of Insurance; Charles S. 
Rosenzweig, editor of the Insurance Ad- 
vocate, and Richard Rhodebeck, new 
president of the United States Life. The 
installation will be made by Thomas 
Morrill, Deputy Superintendent of In- 
surance. 

The luncheon will be held in the 
grand ballroom of the Towers Hotel at 
noon and tickets at $3.50 may be pur- 
chased by contacting either Harry G. 
Ellis, Jr., 185 Montague Street, Brook- 
lyn, or Charles A. Merante, 6817 Bay 
Parkway, Brooklyn. 








REVIEW CLASS DECEMBER 5 


The next review class to be conducted 
by the Home Insurance Co. for pros-' 
pective brokers and agents will be held 
on Friday evening, December 5, from 
6 to 9:30 p. m., in the main ballroom of 
the Hotel Woodstock, 127 West 
Forty-third Street. This is in prepara- 
tion for the New York State brokers 
and agents examination and all are cor- 
dially invited to attend. 





GEO. NYE, NIAGARA FALLS, DIES 


George F. Nye, president of the Nye, 
Norton and Woodward Insurance Co., 
Niagara Falls, N. Y., and one of the 
city’s outstanding business leaders for 
more than a half a century, died re- 
cently at his home after a brief illness. 
He served as city industrial commis- 
sioner for several years as well as presi- 
dent of the old Board of Trade. He 
was president of several other corpora- 
tions and a director of several banks. 
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Gorman to Address Open 
Meeting of Pa. Agents 


Manuel M. Gorman, special assistant 
to the United States Attorney General, 
will address an open meeting of the 
board of directors and local board dele- 
gates of the Pennsylvania Association of 
Insurance Agents on Friday morning 
December 5 at the Penn Harris Hotel, 
Harrisburg. Company officials and all 
other interested insurance people are 
cardially invited. 

Mr. Gorman will talk on the Sherman 
Act and the Clayton Act as they may 
apply to regulation of the insurance 
business with special reference to local 
board rules and regulations. Included 
will be such provisions as the all-in-or- 
all-out rule, non-intercourse rule, limi- 
tation of agents rule and other rules 
governing agent members in their rela- 
tions with other member and non-mem- 
ber agents and the companies. 

A meeting on the previous night, 
Thursday, December 4, will be devoted 
to the business of the directors and 
local board delegates and will be open 
only to members of the state association. 
John G. Mayer, assistant secretary of 
the National Association of Insurance 
Agents, will be present to discuss local 
board activities throughout the year on 
fire and accident prevention and educa- 
tion. 





CAMDEN, N. J.. AGENTS MEET 


The Camden County Insurance Agents 
Association held its monthly luncheon 
on Monday at Camden, N. J., with Jo- 
seph M. Bransky, district supervisor of 
Federal Bureau of Narcotics, as speaker. 
J. Clarence Madara of Camden, who 1s 
chairman of the executive committee of 
the New Jersey State Association of In- 
surance Agents, and Frank B. Ander- 
son, were in Washington earlier this 
month to attened the hearing before the 
House Ways and Means Committee on 


taxation of cooperatives. 





KLEBER AMERICAN SPECIAL 


The American Insurance Group :n- 
nounces appointment of Nicholas |. 
Kleber as special agent for northern 
Indiana. Mr. Kleber succeeds J. \V. 
Byrne, who was transferred to the home 
office in Newark on September 1 as field 
supervisor. Mr. Kleber was born in 
Brooklyn and attended New York U:- 
versity. He has close to twenty yers 
experience in the insurance industry, 
most of which was spent with the R« al 
Liverpool Group, in both underwrit..¢ 
and field work. Mr. Kleber’s hee- 
quarters with the American Group \ ill 
be in the Group’s Indiana field office, 
Chamber of Commerce Building, Indian- 
apolis. 
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Niewlh Americas 


School for Agents 


OFFERS COMPLETE FACILITIES... thorough background training 
by STAFF EDUCATORS and DEPARTMENT HEADS 





THREE COURSES are available to agents of any of the North America 
Companies; their employees or associates (men and women): 

An eight-weeks across-the-board Course in Fire, Marine and Casualty In- 
surance—a five-weeks Fire and Marine Course—and a five-weeks Casualty 


Course. 


Your North America Service Office will give you complete details. 


INSURANCE COMPANY OF 


NORTH AMERICA 
COMPANIES, A-lackbphia 














Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


The Alliance Insurance Company of Philadelphia 
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Insuring Clause Catch-all Phrases 
Frequently Interpreted by Courts 


Residuary catch-all phrases beginning 
with “and other” or “and all other” used 
in insuring clauses have frequently led 
to disputes as to exact meanings, Har- 
old S. 
New York, chairman of the law commit- 
tee of the Inland Marine Claims Associa- 
tion, writes in his latest bulletin to 
members. 
under the auspices of the association and 


the contents do not necessarily reflect 


the opinions of the organization or all 
its members. Mr. Daynard contends that 
the use of indefinite, general phrases in 
insuring clauses nay lead to trouble. Pre- 
senting his analysis of legal decisions in 
connection with this problem he writes 
as follows in the 1MCA bulletin: 

When general words follow an enumer 
ation of particular items, the general 
words are construed to be limited to 
items of the same kind as those specifi- 
cally mentioned. Circle Cab Corp. 295 
N.Y.S. 185. When applied to insurance 
policies, this maxim—‘ejusdem generis”- 
sometimes produccs surprising results. 

Personal Property Floater 

One of the most recent cases in point 
Warshauer vs. Ins. Co., 247 Wis. 469- 
decided, on the theory of “ejusdem gen- 
eris,” that the general residual words 
“other personal property and = miscel 
laneous articles” which immediately fol- 
lowed the word “turniture,” did not ex- 
tend the coverage of a personal property 
floater to property unlike that previously 
designated. The article in issue was a 
portable pier extending into a lake. While 
the policy insured “personal property,” 
it specifically enumerated several classe 
of property in the nature of honsehold 
voods for which insurance was intended 
These items were followed with the 
cause “furniture, ether personal property 
and miscellaneous ertic'es, ineludin 
vines and liquors.” Reearding this catch- 

| phrase, the court obcerved: 

“The words in this clause ‘other per- 
sonal property’ next following ‘furniture’ 
refer to the word ‘furniture’ and the 
previously designated classes, all within 
the class of household goods, and by 
familiar rule of construction limits ‘other 
personal propertv’ to property like furni 
ture and that previously mentioned.” 

Therefore a portable pier which obvi 
ously is not household goods, was held to 
be not insured although it may be per- 
sonal property. 

“Other Merchandise” 

The same rule was applied in the case 
of Emery & Co. vs. Ins. Co., 158 N.W. 
(lowa) 748. In this case the court decided 
that fire insurance covering “stock of 
fruits and vegetab.es, to include oranges, 
lemons, bananas, apples, ete. and all 
other merchandise” nevertheless did not 
cover ice cream. Said the court: “The 
words ‘all other merchandise’ had refer- 
ence to the same wind of merchandise- 
truits, vegetables, etc.” 

Another policy involved in the same 
case insured “furniture and fixtures to 
include shelving, partitions, furniture, 
iron safes, stationery, gas and electric 
light fixtures, stoves, scales, tools and 
ll other furniture and fixtures.” The 
court ruled that by virtue of “ejusdem 
veneris,” the concluding generality “and 

ll other furniture and fixtures” did not 
include ice-cream freezers though the let- 
ter can be considered as fixtures. 

Dealing with the effect of “ejusdem 
veneris” on some of the language in the 
classic Lloyd’s Marine Policy is the case 
of Read vs. Ins. Co., 219 Wis. 580. The 
clause in issue was: “and all other perils, 
osses and misfortunes that have or shall 
come to the hurt, detriment or damage 
of the said vessel .ete., or any part there 
of.” This clause was preceded by the fa 
nuliar enumeration of marine risks 
‘Touching the adventures and perils of 
the seas, men-ol-war, fire, enemies, 


pirates (etc.).” The vessel involved in 
this case had sunk but not by reason 
of any of the specifically named perils. 


Daynard of Jones & Whitlock, 


These bulletins are prepared | 


The claimant relied upon the catch-all 
clause “and all other perils (etc.).” 

Rejecting the cleimant’s contention, the 
court stated: “* * * under the principle 
ejusdem generis, the scope of this clause 
is modified by the specific perils set forth 
in the preceding clause, and covers only 
perils similar in kind to the perils spe- 
cifically mentioned in the same para- 
graph.” 

For similar decisions see: Moses vs. 
Ins. Co., 1 Duer (N.Y.) 159; Borgemeis- 
ter vs. Union Ins. Society of Canton, 214 
N.Y.S. 548. See also: Arnould- Marine 
Ins. Vol. II, 12th Ed. Sec. 860. Compare: 
Swift. 122 Mass. 573. 

“While in the foregoing cases the ef- 
fect of “ejusdem generis” may have been 
disquieting to the policyholder, in the fol- 
lowing czse the sime maxim produced a 
rather disappointing result for the insur- 
ence company. 

Liability Policy Interpreted 

We refer to the case of Bank for Sav- 
ings & Trusts vs. Casualty Ins. Co., 5 
So. 2nd (Ala.) 618. Here a controversy 
occurred between the parties to a lia- 
bility insurance contract which covered 
liability for certain claims, but with the 
exception that it shall “not cover any 
eccident caused by anyone driving ani- 


mal, automobile or any other vehicle 
***” An accideni had resulted by rea- 
son of the operation of a bicycle. Did 
the policy exempt such operation from 
coverage ? 

The court decided negatively holding 
that the general term “any other vehicle” 


following the term “automobile” was 
limited to self-propelled vehicles such 
as automobiles. In the course of its 
opinion, the court said: 

“The principle of ejusdem generis is 
invoked as an aid in solving this inquiry. 
It is but an aid and not an iron-bound 
rule. It has a distinct and well known 
significance, and it must be understood 
to have been known to the one who 
drafted this nolicy.” 

Thus, whereas in the preceding cases 
the policyho'ders were told by the courts 
that, because of “ejusdem generis,” in- 
surance coverag? is not necessarily 
broadened by eppending general residi- 
ary phrases to enumerated items or perils 
in the insuring clause, in this case the 
underwriter foun] that the same maxim 
may preclude the broadening of an ex- 
ception by a general tail-end, catch- 
all phrase. 

In another case. dve to the rigor of 
the “ejusdem generis” rule, a fire insur- 
ance company was prevented from in- 
voking the “iron-safe” clause. There the 
“iron-safe” clauce recited that its terms 
apply if the policy covers “merchandise 
or other personal property.” The policy 
actually did insure store fixtures, some 
of which were personal property. How- 
ever, the court held that the “iron-safe” 
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clause was not applicable because the 
terms “other personal property” referred 
to the preceding term “merchandise,” nd 
fixtures are not merchandise. Ins. Co. ys 
Bagley, 66 S.E. (Ga.) 786. 





Lois Coleman Addresses 
Chicago Distaff Group 


Lois Coleman, Welsh, Davis & Co., in- 
vestment securities, was speaker at ‘he 
November dinner meeting of the Insur- 
ance Distaff Executives Association of 
Chicago. She had spent two-and-a-ivalf 
with the American Red Cross as Aero 
Club director for the Eighth Air Force, 
rest home director in England and 
camp director in Antwerp, Belgium, «nd 
she spoke on some of her European ex- 
periences. 

Six newly elected members atten‘ed 
their first meeting, as follows: Ann 
Cates, Stewart, Keator, Kessberger and 
Lederer; Isabelle Lew, Engelhard-Krog- 
man & Co.; Elynore Huebner, Alfred 
M. Best Co.; Ruth Strachen, Bitumin- 
ous Casualty Co.; Ruth Hausen, Royal- 
Liverpool Group; Lillian Miller, Under- 
writers Salvage Co. 





Cc. L. CLARK, ADJUSTER DIES 

Cyril L. Clark of Elmira, N. Y., widely- 
known insurance adjustor, died recently 
after a brief illness. He was 56. Mr. 
Clark spent his entire business career 
in the insurance field, starting in 191] 
when he took over the agency con- 
ducted by. his father in Menomonie, 
Wis. From there he went as_ under- 
writer with Marsh & McLennan in 
Minneapolis, and later became associ- 
ated with the Hardware Mutual Grovp 
in Minneapolis for whom he established 
and managed branch offices in Winni- 
peg, Manitoba, and Newark, N. J. 

In 1929 he moved to Celina, Ohio, 
where he became assistant secretary of 
the Mercer Casualty and Celina Mutua! 
Casualty Cos. Ten years later he joinel 
the Jamestown Mutual at Jamestown, 
N. Y. Mr. Clark estab'ished an office 
in Elmira in 1930 as an independent ad 
juster for insurance companies. 





HANDLE CAPE COD CLAIMS 


The General Adjustment Burean has 
opened a loss office in Hvannis, Mass., 
to handle more than 2500 windstorm 
claims resulting from the gale which 
struck Cape Cod two weeks ago. 
Richard C. Turner, New Bedford branch 
manager, is directing the Hyannis office. 





GEYER & CO. REPORT 

Geyer & Co., Inc., investment brokers 
at 67 Wall Street, of New York City, 
has issued a report on the Springfield 
Fire & Marine Insurance Co., which is 
now offering a new stock issue to pre- 
sent stockholders. A copy of this re- 
port may be obtained by writing to the 
head office of Geyer & Co. 





WAGNER IN BETHLEHEM, PA. 

The American Insurance Group an 
nounces that Special Agent Carl 7. 
Wagener has .established office quarters 
in Bethlehem, Pa., at 312 Odd Fellows 
Building. He has represented the Amer- 
ican Group in the eastern Pennsylvania 
territory for the past five years, wit! 
the exception of two years spent in the 
service. His previous headquarters we! 
in the home office at Newark. 
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Brokaw a Unique Figure in Business 


frank L. Brokaw, whose sudden death 
last week came as a great shock to 
tle insurance section in New York, was 

unique figure in the insurance busi- 
ness. Specialist in insurance stock, he 
had the confidence of the business and 
it was the custom of a number of the 
npanies to have him prepare analyses 
their annual statements. He was the 
aithor of many articles on the insur- 

e market for insurance journals and 
house organs. 

Mr. Brokaw, 61 years of age, died 
November 18 on the farm near Somer- 
ville, N. J., where he was born. His 
hody was discovered by a hunter and 
it is believed he had been dead for 
about twelve hours when his body was 
found. Mr. Brokaw’s home was at 123 
Washington Place, in Greenwich Vil- 
lage, New York City. 

Mr. Brokaw, after serving as an offi- 
cer of the New Jersey Insurance Co. 
and the National Liberty Insurance Co., 
started his own insurance investment 
firm about twenty years ago and he 
was a nationally known figure in this 
field. Many insurance executives were 
his close personal friends. His sister, 


CC 


Eleanor Brokaw, was long associated 
with him in business. When Shelby 
Cullom Davis resigned as Deputy Super- 





HONORS LEADING STUDENTS 





President Crafts, Fireman’s Fund, Pre- 
sents Awards to Seven Students of 
Institute Courses at San Francisco 
James F. Crafts, president of the Fire- 

man’s Fund, on November 17, presented 

seven awards to students attaining high- 
est grades in the Insurance Institute 
of America examinations conducted by 
the Fire Underwriting Association of 
the Pacific at San Francisco. 

Students 

Benjamin 


receiving recognition were 
Barnette, North British & 
Mercantile, Nancy M. Beal, Travelers, 
and R. C. Noble, Whitney & Baird— 
each of whom received a grade of 100% 
in Fire Course II; John S. Harlan. Se- 
curity, for receiving a grade of 92144% 
in the inland marine examinations; A. 
Randall Biggs, Employers Fire, for a 
mark of 87% in the general principles 
examination; Carroll F. Childs, Insur- 
ance Company of North America, for a 
inark of 8334% in the inland marine ex- 
aminations and Jack F. Murphy, Whit- 
ney & Baird, for his grade of 83% in 
the ocean marine examinations. 

Mr. Barnette, Miss Beal and Mr. 
Noble were each awarded $50 checks for 
receiving the highest over-all marks— 
the first time since Fireman’s Fund 
began awarding prizes that more than 
one student have attained perfect grades. 
The other winning ‘students received 
$25 each for receiving the highest mark 
in their respective classifications. 

\ll but Mr. Biggs, who was unable to 
attend the presentation, received their 
awards in person from Mr. Crafts. Each 
year since 1932 it has been the custom 

_the Fireman’s Fund to award cash 
prizes to the outstanding students of 
insurance courses. 


CAULEY WITH ERIE AGENCY 


Tim F. Cauley has joined the Robinson 
\xency of Erie, Pa., as an associate, 
is announced by William J. Robinson, 
agency owner. For nineteen years he 
vas affiliated with the John C. Paige Co. 
of Boston, Mass. He also served four 
years as special agent for the Massa- 
ciusetts Fire & Marine Co., serving 
three of the New England states. 





intendent of the New York Insurance 
Department on May 1 of this year to 
resume active participation in the New 
York Stock Exchange, Mr. Brokaw 
joined Shelby Collum Davis & Co., con- 
tinuing as insurance stock specialist of 
the company. 


His Lineage Distinguished 


Mr. Brokaw was of a distinguished 
New Jersey family. His parents were 
Jerome Whitenack and Ella _ Jelliffe 
Brokaw. He was a member of the 
Society of Colonial Wars of New Ter- 
sey, having been a direct descendant 
of the Brokaw who served as aide to 
General George Washington in the Rev- 
olutionary War. He was qualified for 
membership in the Society of the Cin- 
cinnati. 

Surviving are Mr. Brokaw’s wife. Mrs. 
Blanche Van Fleet Brokaw: one daugh- 
ter, Mrs. Louis Clough of New Lon- 
don, N. H.; two sons, Jerome W. 
3rokaw, East Orange, N. J., and John 
A. Brokaw, West Orange, N. J. In 
addition to his sister, Miss Brokaw. he 
leaves another sister, Mrs. S. Judson 
Galpin. Both of his sisters live at Somer- 
ville. 


GENERAL INCREASES FUNDS 





$5,000,000 Added to Capital and Surplus 
by Purchase of New Stock by 
General America Corporation 

Arrangements have been completed 
for an increase of $5,000,000 in the 
capital and surplus of the General In- 
surance Co. of America of Seattle. The 
company is issuing 4,000 shares of “Class 
A” siock, par value $100 a share, which 
are being purchased at $1,250 a share 
by General America Corporation, owner 
of all of the present outstanding stock. 
The addition of $400,000 to the capital 
and $4,600,000 to the surplus makes the 
policyholders’ surplus of General Insur- 
ance Co. of America approximately 
$18,000,000. 

General of America is increasing its 
investment in the stock of its totally 
owned subsidiary, First National Insur- 
ance Co. of America, by adding $1,000,- 
000 to the surplus of that company, 
thereby making the policyholders’ sur- 
plus of First National Insurance Co. of 
America over $2,300,000. 

These two companies, together with 
General Casualty of America, comprise 
the General America Group, which this 
year will write approximately $40,000,000 
in premiums. Total assets of the group 
are over $55,000,000. 


The parent company, General of 












Old North State Articles 
Of Incorporation Filed 


Old North State Insurance Co. of 
Greenville, N. C., has filed articles of 
incorporation with the Secretary of 
State at Raleigh, N. C. The new cor- 
poration, capitalized at $1,000,000, pro- 
poses to engage in a general insurance 
business. Incorporators are J. H. Boyd, 
Jr., Robert Lee Humber and Robert 
Van Iderstine. 


NEW LOS ANGELES RECIPROCAL 

Employers Underwriters Corp. of Los 
Angeles has been chartered by Secretary 
of State Frank Jordan and Corporation 
Commissioner Daugherty has issued the 
corporation a permit to sell its stock. 
It was formed to act as attorney-in-fact 
for a new reciprocal insurance Exchange, 
with headquarters in Los Angeles. Coun- 
sel for the new reciprocal has applied for 
a permit to solicit membership for organ- 
ization purposes. 


America, was organized in 1923 by H 
K. Dent, its president. First National of 
America and General Casualty of Amer- 
ica are under the same management 
O. D. Fisher is chairman of the board 
of directors and Joshua Green is vice 
chairman. 


Things you should 
NO7 forget... 


1. There’s an upswing in the sale of jewelry... 


2. Fur sales are booming as a result of the in- 


creased advertising efforts of merchants... 


3. Christmas “gifting” will probably send jewelry 


and fur sales to an all-time high.. 


4. Here is an active market which is creating 
excellent prospects for Jewelry and Fur poli- 
cies—a market which will be especially active 


during November, December and January. 


What better time could there be for you to concentr 


on selling Jewelry and Fur insurance? 


A policy tab, “Hints on how to prolong the life of your 
furs” and a jewelry folder, ‘““Tomorrow’s pleasure demands...” 
are supplied to Royal-Liverpool agents. Sample copies 
available on request to Advertising Department. 





CASUALTY - FIRE - MARINE 


ROYAL-LIVERPOOL(Y 





150 WILLIAM ST., NEW YORK 8, N. Y. 


THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LTD. * THAMES & MERSEY MARINE 
INSURANCE COMPANY, LTD. * BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. 
CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA * QUEEN INSURANCE COMPANY 
OF AMERICA * STAR INSURANCE CO. OF AMERICA * ROYAL INSURANCE COMPANY, 
LTD. * THE NEWARK FIRE INSURANCE CO. * AMERICAN & FOREIGN INSURANCE CO. 
FEDERAL UNION INSURANCE COMPANY + THE SEABOARD INSURANCE COMPANY 


EAGLE INDEMNITY COMPANY * GLOBE INDEMNITY COMPANY * ROYAL INDEMNITY COMPANY 
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Charles E. Case Dies; 
North British Executive 


RETIRED AT CLOSE OF 1940 





Served as Assistant U. S. Manager for 
Over 20 Years; Entered Insurance 
in 1898 With Perrin Agency 





Charles FE. Case, retired executive of 
the North British Group, died of a heart 
attack during the night of November 20 
at his home in Summit, N. J. He had 
celebrated his seventy-second birthday in 
October. As of December 31, 1940, Mr. 





CHARLES E. CASE 


Case had retired as assistant United 
States manager of the North British & 
Mercantile and vice president of the 
four associated companies, following a 
long and successful career. 

From January, 1922, until his retire- 
ment Mr. Case had been chief assistant 
to the late Cecil F. Shallcross, then 
U. S. manager. After his retirement he 
had continued as a director of the Home- 
land of America, one of the associated 
companies. 


Entered Insurance in 1898 


When Mr. Case graduated from Har- 
vard in 1898, his father, Charles L. Case, 
was manager of the London Assurance; 


ene 


DARGAN & CO., INC. 


Adjusters & Surveyors 
110 William Street New York 7, N. Y. 
Telephone: BEekman 3-2360 
Cables: NAGRAD 


UNITED STATES OFFICES 


Atlanta, Georgia 
Baltimore, Md. Miami, Florida 


LATIN AMERICAN OFFICES 


San Juan, Puerto Rico Mexico, D. F., Mexico 
Ciudad Trujillo, D. R. Havana, Cuba 
Port-au-Prince, Haiti Bogota, Colombia 
Caracas, Venezuela 

Branch Managers, Staff Adjusters or 
Representatives in every state in the Union 
and every province in Canada, and in 
every country on the globe, other than 
accupied territories. 


Worldwide service for companies and 
underwriters, involving fire and allied 
losses, aircraft, marine and casualty. 


ASSOCIATES: 


TRUNDLE, FOULKES & CO. 


London, England 








but he told his son it would be better 
for him to start with some other com- 
pany and succeed on his own merits. 
Young Mr. Case soon obtained a position 
with W. L. Perrin Agency as assistant 
surveyor. Then for a time he was em- 
ployed by the United Fire Insurance 
Company of Baltimore; later going with 
the New York Underwriters where for 
five years he was special agent for New 
York State. 

His association with the North British 
began February 1, 1906, as special agent 
for New Jersey. After a year he was 
appointed special agent for the Com- 
monwealth of New York, but recently 
purchased by the North British. In June, 
1908, he was elected secretary of the 
company, and when it was merged with 
the North British under one manage- 
ment, he was made assistant general 
agent in the Middle Department. 

Several years later he was appointed 
assistant secretary of the North British, 
and shortly thereafter general agent of 
the western department. In recognition 
of his success, his title was changed 
May, 1918, to assistant U. S. manager 
although he continued in direct super- 
vision of western territory. Soon after 
that he was selected as chief assistant 
to the then United States manager. 

Mr. Case was a member of the Har- 
vard Club and Downtown Association, 
and a past president of the Insurance 
Society of New York. He was also a 
treasurer and member of the board of 


New York Dept. 
(Continued from Page 20) 


property from Mr. Smith’s personal property, 
and that the informal arrangement under whic 
the transaction was carried on should have 
been reduced to writing and approved by the 
board of directors. All of these recommenda- 
tions have been or will be executed. 


Information of The Eastern Under- 
writer is that all of the items on exhibi- 
tion in the Museum (with exception of 
cases and equipment) are owned by Mr. 
Smith and insured by him for $140,000, 
and his will bequeaths the Museum to 
the company in event of his demise. All 
the items of Mr. Smith in his museum 
are listed in the policy. The company- 
oer equipment and cases are valued 
at $7,000. 

About Mr. Smith’s taxation returns 
Superintendent Dineen said no finding 





directors of the National Automobile 
Underwriters Association, in the affairs 
of which he was active for many years. 
He also served as chairman of the gov- 
erning committee of the Aero Insur- 
ance Underwriters; vice president of the 
Oil Insurance Association, and on many 
important committees of the National 
3oard of Fire Underwriters. 

Mr. Case is survived by two daughters, 
Mrs. Dorothy C. Clark of Summit, N. J., 
and Mrs. Gertrude C. Stearns of Cam- 
bridge, Mass., and also by a son, Charles 
L. (Case: 


Highlights IN INSURANCE HISTORY 


FROM AN ANCIENT MYTH 


The Board of Fire Underwriters is an evo- 


lution of the “Salamander Society”, whose 


picturesque title was based on the ancient 


myth that salamanders could live in, or even 


quench, fire. While this famous Board, or- 


ganized in 1819 and given its present title in 
1866, has not discovered a human capacity’ 
for living in flames, its members have learned, 


among other discoveries and accomplish- 





ments, more about quenching flames than its 
founders could ever have imagined. 


Since their foundation, the National Union 
and Birmingham Companies have had a part 


in the solution of many seemingly unsolv- 


able fire insurance problems. 


National Union 
and Birmingham 


FIRE INSURANCE COMPANIES 
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was made by either tax department that 
Mr. Smith had attempted to defraud the 
Federal or state governments or +y’jIJ- 
fully evaded the payment of taxes. 

Hotel Room Which Company Paid For 


The Superintendent again discussed 
the assumption by the company of cost 
of an apartment occupied by Mr. Kurth 
in the Plaza Hotel which apartment was 
used often by the important agents 
visiting the city. The Superintendent 
said in part: 

“No doubt the examiners were led to con- 
clude that this constituted an emolument and 
was in the nature of additional compensation, 
The Superintendent believes that the wisdom of 
the practice of furnishing permanent living 


quarters for company officers is debatable and 
should not be encouraged even though the 
premises may be used in part for valid com. 
pany purposes. True, there may be _ peculiar 
circumstances in isolated cases which will jus. 
tify a departure from this rule, and the hoard 
of directors of the Home evidently felt that this 
case fell in that category because no other off- 
cer received similar treatment. Neverthieless 
the practice is one which lends itself to abuse 
and establishes a questionable precedent.” 
Conclusion 

In conclusion the Superintendent said: 

The Department has received the fullest co- 
operation from the management, the special 
committee of the board of directors and the 
board of directors in connection with the mat- 
ters embraced in this report. The steps actually 
taken and those projected are evidence of the 
disposition of the management and the board to 
deal with these problems effectively and realis- 
tically, and should operate to maintain public 
confidence in this company and in the insurance 
business generally. 


R. J. Scanlan, New York 


Insurance Broker, Dies 


Raymond J. Scanlan, insurance bro- 
ker with offices at 116 John Street, New 
York City, died November 24 at the 
age of 61 years. He was also a chemi- 
cal engineer and while a student at 
Notre Dame University, from which he 
was graduated in 1909, he was a noted 
athlete. 

Mr. Scanlan (called Dike in his col- 
lege days) was a former member of 
the board of directors of the Notre 
Dame Club of New York, and was vice 
president and district captain of the 
Kings Highway Democratic Club. His 
home was at 1533 East 37th Street, 
Brooklyn. In recent years he devoted 
full time to insurance brokerage. 

At Notre Dame Scanlan starred in 
football, baseball and basketball. He 
was captain of the baseball team which 
toured the United States and became 
the virtual champions. Born in Syracuse, 
N. Y., he was one of ten children of 
Dennis and Brigid Scanlan. All five 
sons of the family became college 
athletes. 

Surviving are his widow, three sons, 
two brothers and four sisters. 
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To Judge Regulation by 
Ins. Depts.’ Efficiency 


NEED HIGH STATE STANDARDS 








Kirkpatrick Holds Both Rating Bureaus 
and Independent Companies Have 
Place in Business 





Commending the efforts and product 
of the All-Industry committee and ex- 
pressing confidence that the states will 
be successful in the big task of making 
state regulation of insurance acceptable 
\ |, Kirkpatrick, manager, insurance 
department, United States Chamber of 
Commerce, warns that. great responsi- 





Koehne Photo 
A. L. KIRKPATRICK 


bility rests with the various Commis- 


sioners themselves. In an address be- 
fore the National Association of Inde- 
pendent Insurers in Chicago, Mr. Kirk- 
patrick said that Washington will be 
watching to see whether the states live 
up in operation to the standards of 
regulation set by the laws passed during 
the last year or so. 

“The rate regulation laws which have 
been passed by the states place wide 
discretionary powers and great respon- 
sibility in the state Insurance Commis- 
sioners,” he said. “A Commissioner has 
authority to approve any or all of the 
deviations in rates or innovations in rat- 
ing plans which are filed by any com- 
pany and which he believes to be sound. 
Some of them may be supported by sta- 
tistics of the past. But frequently new 
methods must be developed on the basis 
of the underwriters’ best judgment. It 
will be up to the state Commissioner 
to decide which deviation filings are 
sound and therefore can be approved, 
and which are unsound and must be 
disapproved. 


Balance Must Be Maintained 


“He must try to maintain as far as 
possible, that delicate balance which has 
existed up to the present time, between 
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uniformity and stability on the one 
hand, and freedom of competition on 
the other. 

“Tt will be a difficult task under any 
circumstances and will require that the 
men selected in the future for the high 
post of state Commissioner of Insur- 
ance, shall meet the same high standard 
of judgment and administrative ability 
as that set by some of our ablest Com- 
missioners of today. 

“Tt will also require a competent tech- 
nical staff, adequately paid. It is to be 
hoped that states which have not here- 
tofore, exercised extensive regulatory 
powers, will see the wisdom of increas- 
ing their appropriation sufficiently to 
provide these facilities. To fail to do 
so would risk a conclusion by Congress, 
at some future judgment day, that the 
states have not lived up to their respon- 
sibilities as set forth in Public Law 15. 

“Such a conclusion would cost the 
states their right to regulate and tax 
the insurance business. It would also 
subject the insurance business and its 
policyholders, the public, to a further 
prolonged period of uncertainty and ex- 
perimentation which could benefit no 
one but would be costly to every one.” 


Bureau Activities 


Discussing the question of bureau 
membership and independent company 
operations Mr. Kirkpatrick said: 

“It can be quite easily demonstrated 
that insurance is a totally different ac- 
tivity than any business which deals in 
property, or services rendered through 
the use of property, and that, because 
of its nature, public interest cannot af- 
ford to have the property and casualty 
branches of insurance operated without 
some agreement among companies 
upon standards of rates, rate-making 
methods, rating plans and their applica- 
tion. 

“Membership in a bureau is based 
wholly on a recognition that there must 
be some considerable amount of joint 
action among companies if disastrous 
rate competition is to be avoided. 

“Every company is free to elect 
whether it will operate on the bureau 
or the independent basis. The only 
thing that is necessary is that some of 
the companies—a substantial portion of 
the field in each branch of the business 
—must submerge their individual free- 
dom of action. It doesn’t matter so 
much which companies elect. the bureau 
system. But some must do it. And 
many an underwriter in a bureau com- 
pany envies the comparative freedom 
of operation enjoyed by the independent 
companies, and would gladly get out of 
the bureau if he dared. 

Checks to Abuses 


“If too many companies tried to op- 
erate outside of an association and the 
penalty of membership became _ too 
great, because of loss of business to 
freer outside competitors, either the as- 
sociation was apt to break up and all 
companies would operate as ‘independ- 
ents’ until it could be reformed on a 
better-balance basis, or the association, 
itself, would grant greater freedom to 
its members until the outside pressure 
was reduced. The result was a very 
delicate balance of the competitive 
forces within each branch of insurance. 
Abuses existed, of course, but they were 
not major evils. Furthermore, the sys- 
tem, together with existing state regu- 


THINGS Hal ENDURE:::Yyough TIME °°: 


TAJ MAHAL — Central India. Of exquisite architecture inlaid with pre- 
cious jewels. Built as tomb by Emperor Shah Jahan as a symbol of devotion 
to the memory of his favorite wife. Started in 1637 — finished in 1647. 
20,000 workers employed — cost $12,000,000. 
The Northern Assurance was organized in Aberdeen, Scotland in 1836 as 
an Agency Company. It has remained an Agency Company all-ways. 


THE NORTHERN ASSURANCE CO. Ltd. 


WE DO NOT SAY THAT OUR COMPANIES ARE THE BEST— 


but merely among the best, for there are many other sound and 


reliable fire and casualty companies. Our modern management 
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Heads Tennessee Agents 

The Tennessee Association of Insur- 
ance Agents, which held its fifty-fourth 
annual convention in Knoxville re- 
cently elected T. K. Williams of Mem- 
phis as president for the ensuing year. 
Sam Chester of Chattanooga is the 
retiring president. 

Other officers elected were H. Phelps 


Smith, Nashville; Clark Wade, Mem- 
phis, and John B. Bailey, Knoxville, 
vice presidents; James Oliver, Chat- 


tanooga, secretary; W. P. Deese, Nash- 
ville, treaSurer, and William M. Craven, 
Winchester; John A. Holmes, Ripley, 
and George T. Speed, Johnson City, 
directors. 


LA. FIELDMEN ELECT 

Austin Reese, Royal-Liverpool, was 
elected president of the Lousiana Field- 
mens Association at the annual meeting 
held recently, succeeding Edward W. 
Charlton, Jr., National of Hartford. Jules 
Simoneaux, Henry A. Steckler Co., gen- 
eral agents, was named vice president 
and Alvin Shepherd, general agent, was 
reelected secretary-treasurer. 

New members of the executive com- 
mittee are Mr. Charlton, A. P. Cunning- 
ham, Jr., America Fore, and Sam G. 
Peters, London & Lancashire. 


PROMINENT BUYER DIES 
M. G. Erickson of the Quaker Oats 
Co., prominent insurance buyer, died re- 
cently. He was a director and _presi- 
dent of the Mid-West Insurance Buyers 
Association during the 1946-47 term. 














lation, provided its own checks if abuses 
went too far. 

“The system did offer, to a high de- 
gree, the two factors which must be 
provided now under the new alignment 
of regulation namely, (1) the stability 
which comes from uniform rates, and 
(2) the competition and freedom to ini- 
tiate new ideas in rates and coverages 
without the too rigid hampering restric- 
tions of rate agreement or govern- 
mental regulation. 

“Uniformity and stability, on the one 
hand, and freedom of competition on 
the other, are opposites. They tend to 
be mutually exclusive and can only exist 
in the same market where there is ap- 
plied a proper amount of regulation, but 
not too much restriction. That is the 
great problem facing the insurance in- 
dustry and the states today. After July 
1, 1948, the Federal Government will 
have to judge how successfully the job 
is being done.” 


NEW YORK * 





FIRE AND ALLIED LINES, 
MARINE.-: REPORTING FORM-: FLOATER CONTRACTS 


CHICAGO 


Howenstein to Succeed 
Harrison With National 


Vice President E. H. Forkel of the 
National Fire Group has announced that 
effective January 1, Will H. Harrison, 
superintendent of the Iowa service office, 
will avail himself of the opportunity to 
retire from active duty under the com- 
pany’s pension disability plan. For sev- 
eral years Mr. Harrison’s health has not 
been good and in order to permit him 
to take things easier, he was relieved 
of field responsibilities in April, 1947, 
to devote his entire time to the work of 
the Iowa service office. 

John M. Howenstein, now in charge 
of the sub agency department in the 
Chicago office of the National Fire 
Group, has been promoted to superin- 
tendent of the Iowa service office at 
Des Moines. After receiving his honor- 
able discharge from the Army in 1946, 
Mr. Howenstein was employed by the 
National Fire Group and placed in the 
underwriting department of the Kansas 
service office at Topeka. Later he was 
transferred to Chicago and given super- 
vision of the Sub Agency Department. 





FEYL SPECIAL IN NEW YORK 


Charles H. Feyl, manager of the Cos- 
mopolitan Mutual Fire of New York 
City, has been appointed special agent 
for the State of New York by the Cen- 
tral Manufacturers’ Mutual. Before he 
became manager for Cosmopolitan Mr. 
Feyl was associated with the Hardware 
Mutual of Minnesota for nine years as 
supervisor and the suburban division of 
the New York Fire Insurance Registry 
office for eleven years in the rating and 
inspection department. 





B.C. FIRE LOSSES DROPPED 


The twenty-fifth annual report of the 
fire marshal’s office, British Columbia, 
covering 1946, reveals that there was a 
drop of more than $1,800,000 in fire 
losses in the year to $3,437,408. The num- 
ber of fires increased by 370 to 5,465. The 
only reason advanced by the fire marshal 
for the favorable loss showing was that 
the fires were extinguished before they 
could do much damage. 


WILLIAM E. JACKSON DIES 

William E. Jackson, manager of the 
Knott Insurance Agency, Bentonville, 
Ark., passed away November 15. He was 
66. The deceased leaves his widow, a 
son and two stepdaughters. 
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Incidence of Marine Insurance When 


Shipping Route Is Changed by War 


On January 14, 1942, the Ellicott Ma- 
chine a entered into a con- 
tract with the Government to supply it 
with certain dredge parts to be delivered 
free of all charges on the dock at Cris 
tobal,, Canal Zone. In computing its bid, 
llicott calculated its shipping costs on 
the basis of transportation from _ its 
plant at Baltimore to New York by rail 
and then to Cristobal by steamer. Be- 
fore any parts could be shipped the 
Port of New York was closed to ship- 
ments to the Panama Canal and it be- 
came necessary to use other routes. 

For twenty years the Ellicott had 
customarily made shipments from its 
plant at Baltimore to New York by rail 
and thence by the Panama _ Railroad 
Steamship Line to Cristobal. When it 
submitted its bid that steamship line 
was making regular shipments from 
New York to Cristobal. By that route 
the freight rate was $1.49 per unit and 
war risk insurance was 30 cents per 
$100. Ellicott calculated its shipping costs 
on this basis. 


Change Order by Government 


On July 7, 1942, a change order was 
issued by the Government and accepted 
by Ellicott by which the contract was 
modified to provide for the delivery of 
the dredge parts at the manufacturer's 
plant in Baltimore instead of Cristobal, 
the change order also a that the 
shipping costs to Cristobal, Canal Zone, 
which Ellicott otherwise a have had 
to pay, be deducted from the payments 
made under the contract. 

An action was brought in the Federal 
Court of Claims by Ellicott against the 
Government for refund of a portion of 
the transportation and insurance charges 
on this shipment of dredge parts to 
Cristobal. In giving its opinion, the 
Court of Claims refers to the suit as a 
“controversy relating to the amount of 
the deductions for shipping costs made 
by the Government under the contract 
as modified by the change order.” 

Ellicott claimed that these were ex- 
cessive and asked for reimbursement. 
The Government’s position was that the 
deductions were correct and that EIli- 
cott could not recover. The Court of 
Claims holds that Ellicott is entitled to 
recover $727.89 deducted by the Govern- 
ment for marine insurance and rendered 
judgment for that amount. 

The change order provided that: 
“There shall be deducted for payments 
under this contract the shipping costs 
which the contractor would have been 
required to pay had the shipments and 
delivery been made to Cristobal, C. Z.” 


Change of Mutual Benefit 


This change was of mutual benefit to 
the parties. Ellicott got its payments for 
material more promptly, and the Gov- 
ernment was in better position to ex- 
pedite the shipments than Ellicott, a 
private corporation, which would have 
had to struggle with priorities and regu- 
lations. The change order was _ held 
clear and unambiguous. 

The material was shipped to the Canal 
Zone either by way of New Orleans or 
Wilmington, California, depending upon 
the war situation and the availability of 
shipping space. Fifteen shipments were 
made through New Orleans and eight 
through Wilmington. The Port of New 
York remained substantially closed dur- 
ing the whole period of these shipments. 

On the fifteen shipments, Ellicott on 
its invoice deducted the costs of ship- 
ment based on the route by New York, 


on which its bid had been based. The 
Government, however, based its deduc- 
tions on rail and ocean freight through 
New Orleans, and added to such deduc- 
tions the total cost of marine insurance 
of $727, and paid Ellicott on the basis of 
such deductions. 


Government’s Deductions 


The Government’s deductions exceeded 
those made by Ellicott by $9,346, the sum 
Ellicott sought to recover. This included 
the marine insurance item; the remain- 
der of the difference, $8,619, consisted of 
$8,580, for freight and hauling charges, 
and $38 for war risk insurance. 

Although the contract obligated Elli- 
cott to include the war risk insurance as 
part of the shipping costs, the’ Court of 
Claims found nothing in the invitation 
to bidders, the contract, or the change 
order, obligating Ellicott to also assume 
the cost of marine insurance. If Ellicott 
had made its deliveries at Cristobal as 
originally contemplated, it might well 
have taken out such insurance upon the 
material. On the other hand, it was free 
to assume this risk. The Government 
was therefore held in error in deducting 
$727 for marine insurance as a part of 
the required shipping costs and Ellicott 
was held entitled to be reimbursed to 
that extent. 

As to the remainder of the amount 
sued for Ellicott was held not entitled to 
any reimbursement. It had contracted 
to assume the shipping costs and war 
risk insurance from Baltimore to Cristo- 
bai. Had the change order not been 
issued, Ellicott with the closing of the 
Port of New York would have had to 
ship through New Orleans or even 
through a more distant port and pay the 
shipping costs. 


Julius Gaede Retiring 
From Ocean Marine Field 


Julius W. Gaede, assistant manager 
at New York of the ocean marine de- 
partment of the Fireman’s Fund and 
one of the well known veteran marine 
men of the New York district who 
gained many years of experience when 
insurance headquarters were in the 
Beaver Street area, is retiring from 
active duty at the end of the month. 
He was guest of honor at a luncheon 
last week given by friends at the Down- 
town Club. Henry C. Thorn, manager 
of the ocean marine department of the 
New York branch of the Insurance Co. 
of North America, acted as toastmaster, 
and another veteran of many years in 
this field, G. W. MclIndoe of Talbot, 
Bird & Co., Inc., was chief speaker. 

Mr. Gaede entered insurance in 1899 
in the brokerage office of Roberts & 
Osmun and after a brief service be- 
came associated with the office of Franz 
Herrmann, United States manager of 
the Mannheim Insurance Co. In 1904 
the Fireman’s Fund entered the Herr- 
mann office for marine business and 
when the company organized its Atlan- 
tic marine department in New York 
city Mr. Gaede continued with the com- 
pany as marine underwriter. He began 
actively underwriting cargo business in 
1917. 

He has served on many underwriting 
committees in the marine business, in- 
cluding the underwriting committee of 
the American Cargo War Risk Reinsur- 
ance Exchange. 


Stott Address 
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portunity for those slightly left of 
center to put the state in business. It 
did enter our business. The State Fund 
was not to compete with private enter- 
prise. It was only going to write those 
risks where a market did not exist. 
“What happened? Thirty years after 
the creation of the State Fund, thou- 
sands of letters went out weekly to 
employers all over the state soliciting 
compensation insurance, and State Fund 
employes in surprisingly expensive auto- 
mobiles, roamed hither and yon, soli- 


Tug Held Liable for Damage by 
Tow to Anchored Repair Ship 


Cross-libels in admiralty for collision 


damages were filed by the owner of 
two barges against the United States 
and the Government vessel Chewink, a 
small submarine rescué vessel equipped 
with special apparatus, for negligently 
damaging the tugs; the United States 
sned the barges’ owner for damages to 
the Chewink. The owner of the barges 
claimed the Chewink failed to display 
anchor lights and also improperly dis- 
played running lights, and that this 
was the sole proximity cause of the 
collision, because its tug captain was 
misled thereby, in spite of prudent 
navigation on the tug’s part. 

The Chewink claimed negligence of 
the tug and the barge captain, also 
criticizing the length of the tow as 
working it unwieldly. The accident hap- 
pened about the middle of Long Island 
Sound. 

The Chewink was working on a sub- 
merged wreck, and had anchored for 
the night, brightly lighted. The weather 
was fair with visibility sufficient. 

The court found no fault of the cap- 
tains of the barges. The length of the 
tow was held unimportant. The colli- 
sion was described by the court thus: 
“When the tug had approached to about 
a fifth of a mile away, she cut across 
the Chewink’s bow passing her by 
about 300 feet, but the barges, follow- 
ing a long distance behind her, could 


not so follow the tug, and collided with 
the Chewink. The technical violation by 
the Chewink of the rules as to lights 
on anchored vessels, did not, it was 
held, contribute to the collision. 

“The fault that caused the collision 
was held to be entirely that of the tug 
and this was not a case where damages 
should be one of comparative negli- 
gence. Even assuming that only reason- 
able care in navigation was required 
by those in charge of the tug, and 
taking into account the authorities that 
hold that where a moving tug and tow 
causes its barges to collide with a ves- 
sel at anchor in a proper place, there 
may be a difference in regard to the 
degree of care required for exoneration 
* * * the evidence shows that the col- 
lision was due solely to negligence on 
the part of the Dunmore.” 

The tug owner’s libel was therefore 
dismissed and the United States given 
a decree for such damages as might 
thereafter be shown. The Wilmington, 
Federal District Court for Eastern New 
York, 70 F. Supp. 834. 





FLETCHER W. PECK DIES 
Fletcher W. Peck, 66, veteran insur- 
ance producer of Rochester, N. Y., died 
recently. He formerly served as Roches- 
ter manager of the Improved Risk 


Mutual and in 1935 joined the Walter 
Taylor Insurance Agency as a broker. 
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citing my business, and the business 
of every other agent in the state of 
New York,” the NAIA spokesman ex- 
plained. 

“We are thankful for a Governor who 
is committed to the private enterprise 
system, and who has curbed much of 
this solicitation. Still the State Fund 
writes, annually, about thirty, million 
dolars in premiums, roughy one-third of 
all this class of business in our state, 
and deviates from established rates 
almost at will. 

“That is Government in your busi- 
ness. It took the companies and the 
agents nearly a quarter of a century 
to awaken from their lethargy and de- 
cide that private enterprise should do 
something about it. The record of our 
joint effort, companies and agents is 
one of a continuous fight against tre- 


mendous odds. Once Government is 
in business, it is indeed hard to take 
it out. 


“Our companies now realize that it 
was as much a lack of foresight, as it 
was lack of market that was responsible 
for the Government being in the in- 
surance business in New York State. 
Seriously, I say to all our companies, 
let us profit by this experience before 
it is too late. Certainly we have the 
foresight, let’s use it,” Mr. Stott urged. 





CPCU DESIGNEES HONORED 





City and County Officials Join Insur- 
ance Leaders in Paying Tribute to 
Five Texas Men in Dallas 


City, county and school officials, insur- 
ance company executives and field men 
joined forces with the local fire and 
casualty agents in Dallas November 20, 
to honor the five Texas men who re- 
ceived their diplomas and ther CPCU 
designation from Dean Harry J. Loman 
of the American Institute for Property 
and Liability Underwriters. The Texas 
room of the Baker Hotel was filled as 
the Dallas Insurance Agents Associa- 
tion devoted its November membership 
luncheon to an_ educational program. 
The designees of CPCU were W. H. A. 
Terry, Fort Worth; Frederick A 
Rhodes, Jr., Houston; and Tom Chat- 
field, Alphonso Ragland, Jr., and C. M 
Patrick, Dallas. 

Lyman E. King, CLU, president 0! 
the Dallas Chapter of Chartered Life 
Underwriters, gave an inspirational ad- 
dress in which he said that since Dallas 
in two years’ time had six men hold- 
ing the CPCU degree and Texas had 
two more, and Dallas had only thirty- 
three men holding the CLU degrees 
after several years, that the fire and 
casualty men would soon outrank the 
life men in numbers holding the coveted 
degrees. 

The Southwest Chapter of Chartered 
Property and Casualty Underwriters of 
which Hal A. Gulledge, Dallas, is pres- 
ident, entertained Dean Loman at a 
dinner at the Dallas Country Club No- 
vember 19, and each member of the 
chapter accepted sponsorship of a group 
of Dallas then and women now pre- 
paring for the CPCU examinations 
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Buyers and Sellers Benefit by AMA’s 


Insurance Conference in Chicago 


Discussions Centered on Market Shortages and Loss and 
Cost Experience; Q. & A. Period Popular; 
Dodd and Bass Keynoters 


By Crara BALpwIn 


k. S. Bass, treasurer, A. E. Staley 
Manufacturing Co. at Decatur, Ill., who 
is chairman, insurance section, Ameri- 
can Management Association, sounded 
the keynote of last week’s mid-west 
eathering of buyers and sellers of in- 
surance, held at Drake Hotel, Chicago, 
when he said at the opening session (of 
which he was chairman): “Let’s keep 
insurance private enterprise and not call 


on the Federal government for insur- 
ance.” ; 
\lvin E. Dodd, president of American 


Management, who formally opened the 
program, stated that a serious consid- 
eration of the problems uppermost in the 
minds of top management as regards 
insurance was the purpose of the two- 
day meeting. He explained that a short 
time ago the technical aspects of the 
business were uppermost in the mind of 
management, whereas today it is the 
cost question along with market short- 
ages, 

The buyer’s viewpoint on the lead-off 
question “Are Insurance Markets Keep- 
ing Pace with the Requirements of 
American Business ?” was given by Frank 


B. Flahive, vice president, Columbia 
Engineering Corp., New York, who 


backed up Chairman Bass’ statement on 
keeping the government out of the in- 
surance business. “We had a taste of it 
in war risk insurance, in crop insur- 


ance, in workmen’s compensation and 
in unemployment insurance,” he de- 
clared. 


Points to Extraordinary Loss 
Experience 


Mr. Flahive continued: “Insurance in 
all its forms is definitely a requisite of 
every industry. It is as essential «as 
financing, as materials and goods. Buy- 
ers need to be able to purchase it as an- 
other commodity or service. Shortages 
of insurance are something new. This 
whole problem develops to some extent 
from the present extraordinary loss ex- 
perience, with fire losses approaching 
three-quarters of a billion annually. If 
these losses were halved, or better still 
quartered, I doubt if our problem of 
today would exist. 

“Management of industry is to be 
censured for this most unhappy record,” 
he said. “Surely the underwriter is 
not a part or parcel of it.” Pointing 
to many of the excuses given, he stated 


that “swell sounding alibis do not re- 
lieve management from the responsi- 
bility of the worst fire loss record in 


the history of the nation, the worst fire 
loss record at a time when fire fighting 
lacilities, the ‘know how’ and the best 
equipment is available to all.” He urged 
ire prevention as a contribution to = 
so'ution of the current problem of “n 


More insurance available.” 

_ 'n conclusion Mr. Flahive said: “With- 
in the ranks of the underwriters are 
Just as keen minds as in any other 


strong industry. It has its share of bril- 
liaint leadership with a goodly percentage 
of younger men coming to the fore. In 
other words, there is plenty of genius 
m your shop. Therefore, I say to you 
of the underwriting fraternity, put that 
Serius to work, use that ingenuity, that 
keenness, that breadth of vision to meet 


I do not think the pres- 
ent situation is a temporary one that 
will automatically correct itself.” He 
added he felt confident that the in- 
surance industry will provide greater 
expanded facilities to write all the in- 
surance which would ever be required 
by American business. 

J. Victor Herd, vice president, Amer- 
ica Fore Group, replaced Frank A. 
Christensen, president of that group, on 
the program to give the company side 
of the question. Taking the separate 
lines, he presented the situation today. 
His address is reviewed elsewhere in 
this issue. 

Question and Answer Period 

In the question and answer period 
following these two discussions, it was 
pointed out that the companies today 
are not so prone to overlook the basic 
underwriting principles. 

A question was asked as to whether 
the public prefers excess fire insurance 


this situation. 


(Continued on Page 37) 


DONEGAN FOR PRESIDENT 


Heads 1948 Slate of Surety Managers 

Ass’n of N. Y.; Expresses Confidence 

in Enlarged Surety Ass’n 

Edmund J. Donegan, Commercial and 
Metropolitan Casualty Cos. in charge of 
their New York branch office, has been 
nominated for president of the Surety 
Managers Association of the City of 
New York. At the same time Thomas 
I. Hall of the Employers’ Group, New 


York, has been nominated for vice pres- 
ident. Mr. Donegan will succeed Wil- 
liam J. Thompson, Eagle, Globe, Royal 
Indemnity Cos. vice president, who has 
served in the past year as_ president 
of the association. Election of officers 
will take place at the December meet- 
ing. 

Martin W. Lewis, general manager, 
Surety Association of America, was the 
guest speaker at the November 24 meet- 
ing and held the close attention of 
the surety managers as he discussed 
current problems in the fidelity-surety 
field, dwelling in particular on rate reg- 
ulation under Public Law 15. 

At the close of the meeting the fol- 
lowing resolution was adopted: “That 
the Surety Managers Association of the 
City of New York formally expresses its 
confidence in the Surety Association of 
America which at a recent meeting was 
enlarged to embrace additional activi- 
ties and assures it of its continued co- 
operation and support at all times.’ 





JOHN B. ALEXANDER DIES 


John B. Alexander, chief assistant to 
Insurance Commissioner Wallace Kk. 
Downey of California since last June, 


met his death suddenly last Sunday at 
his home in Oakland, Cal. He had been 
despondent of late because of the heavy 
responsibilities and duties of the past 
few months. Prior to joining the Cali- 
fornia Department Mr. Alexander was 
with the Hartford Accident’s metropo!i- 
tan department at San Francisco. 





THE MOST COMPLETE 


HOSPITAL COVERAGE 


ON TODAY’S DISABILITY MARKET 


30 


DAYS 


HOSPITAL 








PLUS 


HOSPITAL INCIDENTALS +525 550-5100 


Operating Room, Anaesthesia, X-Rays, Medicines, Surgical Dres- 
sings, Hypodermics, Therapeutic Treatment, Blood Transfusions, Am- 
Physio-therapy, Cardiographs, 


bulance, Laboratory, Oxygen Tent, 


100 


DAYS 


365 


DAYS 


EXPENSE 
PROTECTION 


MATERNITY 
BENEFITS 


Expense of childbirth, pregnancy, mis- 
carriage or Caesarian section covered 
up to 10 times the daily room 
rate in hospital or elsewhere. 






Basal Metabolism, Blood Analysis, Penicillin and other drugs. 


SURGICAL... MEDICAL CARE... POLIO...LOSS OF TIME... AVAILABLE BY RIDER 





ALSO...THE MOST COMPLETE 
DISABILITY COVERAGE ON 
TODAY’S MARKET! 


LIFETIME 
CIVIL EMPLOYEES 
NON-OCCUPATIONAL 
OVER-AGE 
PAYMASTER 
5 YR. A—5 YR.S 


Maternity covered in all policies. 


COMBINED! 


MANY EXCELLENT TERRITORIES STILL 
AVAILABLE . . . FOR DETAILS WRITE: 





W. Clement Stone, President 
Chicago 40, Illinois 









FOR SALE 
SELECTED NEW YORK BROKERAGE BUSINESS 
Primarily professional clientele. Approxi- 
mately $75,000 premium volume, principally 


individual personal accident policies. 
TERMS CASH 


Box 1742, The Eastern Underwriter 
41 Maiden Lane, New York 7, 











Honor General Bowie 
Upon His Retirement 


IS NOTED SURETY ATTORNEY 


F. & D. Vice President and General 
Counsel Given Luncheon by C. & S. 
Ass’n; Heads Surety Law Committee 


Members of the surety law committee 
of the & Surety 
Companies General 
Washington Bowie, Jr., 
surance counsel and noted surety 


Association of Casualty 
tribute to 
well known in- 
law- 


paid 


yer, on the occasion of his forthcoming 


retirement as vice president and gen- 
eral counsel of the Fidelity & Deposit 
Co. of Maryland at a testimonial lunch- 
eon held November 25 at the Drug & 
Chemical Club in New York. 

General his 


Bowie has 


the 
of the association for many years, and 
since June 2, 1942 has served as its 
chairman. Because of his extensive ex- 
perience and sound judgment in legal 
and business matters, General Bowie 
has had a close hand in the considera- 
tion and solution of practically every 
significant legal problem which has con- 
fronted the surety business for the past 
several years. 

Guests at the luncheon, in addition to 
the members of the surety law commit- 
tee, were J. Dewey Dorsett and Ray 
Murphy, general manager and general 
counsel, respectively, of the Association 
of Casualty & Surety Companies, and 


represented 


company on surety law committee 


Martin W. Lewis, general manager of 
the Surety Association of America. A 
bronze desk clock was presented to 


General 
by the 


token of 
guests. 


Bowie as a 
committee and 


esteem 


Has Impressive Record 


General Bowie’s record, both in surety 
and military fields, is an impressive one. 
Seventy-five this month, he was edu- 
cated at Brookeville Academy and Uni- 
versity of Maryland, where he received 
his law degree in 1896. He entered the 
employ of the F. & D. in 1895 and 
served in the judicial and legal depart- 
ments until 1909, when he was appointed 
general counsel. May 1, 1942, he was 
elected vice president and general coun- 
sel of the company. 

Joining the Maryland National Guard 
as a private in 1889, he served in all 
grades up to major general until his 
retirement for age in 1936. He was an 
infantry captain in the Spanish-American 
War and served as a lieutenant colonel 


in the 5th Maryland Infantry on the 
Mexican border, being promoted to 
colonel upon his return. During World 


War I he organized and commanded the 


110th Fie'd Artillery. He returned from 
France in January, 1919. 
General Bowie is a member of the 


American Bar Association and of the 


bar associations ot Maryland, Baltimore 
County and Baltimore City. He is a 
member of the American Legion, Mili- 
tary Order of Foreign Wars, Military 
Order of World War, 29th Division 
Association, Maryland Society of Co- 
lonial Wars, Committee of 33, National 


Sojourners and the Maryland Club. He 
is a past master of Maryland Lodge 
No. 120, A. F. & M. 


ELECTED BY N. E. CASUALTY 


At the board of directors’ meeting of 


New England Casualty on November 24 
Kenneth E. Ure was elected assistant 
secretary and Frederick L. Cote assist- 


ant treasurer. Mr. Ure heads the claims 
department and Mr. Cote is chief sta- 
tistician of the company. 
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Bowen Sees Ending of 
Phase of Rising Prices 


ADDRESSES AMA CONFERENCE 





Says Insurance Market Will Ease When 
Boom Ends; Facilities Needed Still 
Will Exceed Pre-war Needs 





Since America is not yet clearly and 
safely over the inflationary hump, buy- 
ers of insurance must still look to their 
coverage, said Howard R. Bowen, dean, 
College of Commerce and Business Ad- 
ministration, Wniversity of Illinois, in 
his address delivered before the insur- 
ance conference of the American Man- 
agement Association at Chicago, No- 
vember 18-19. ' 

Speaking on the subject, “The Busi- 
ness Outlook and Your Insurance Pro- 
eram,” Dean Bowen said the serious 
strain on the insurance facilities of this 
country has resulted from the great ex- 
pansion in economic activities, the infla- 
tion of property values, the difficulties 
of replacing facilities and the increase 
in losses. 

“The question of what to do about 
it,” he said, “is very much in the minds 
of insurance buyers, insurance compa- 
nies and state regulatory agencies. The 
key to the answer lies in the future 
trend of business activity and prices. 
On the assumption that business will re- 
main active and that prices will remain 
high and even rise, drastic action would 
be needed in order to expand our in- 
surance facilities to accommodate legiti- 
mate needs for coverage. 


Remedies Proposed 


“On that assumption, it might be jus- 
tifiable to pursue various of the pro- 
posed remedies, among them, increased 
capitalization of insurance companies, 
organization of new insurance compa- 
nies, extension of self-insurance, revi- 
sion of practices relating to unearned 
premium reserves, reduction in agency 
compensation, elimination of term rule 
policies, greater efforts to prevent losses, 
increased rates, etc. On the other hand, 
with the opposite assumption that we 
are now on the crest of a boom and 
can expect declining business activity 
and prices in the near future, these 
measures would become less urgent and 
at the same time the problem of cover- 
age for the insurance buyer would tend 
to disappear.” 

Upward Movement to End 

Analyzing current business trends, 
Dean Bowen expressed the opinion 
that the phase of rising prices is near- 
ing its close and that the upward move- 
ment in most prices may be expected 
to end within the next few months. He 
said he did not wish to infer that a 
recession is certain to come and that 
it will necessarily happen within a few 
months but it is his conclusion that 
business is more vulnerable than is gen- 
erally admitted. In closing, Dean Bo- 
wen said: 

“And so I leave you, not with a dog- 
matic assertion that a hurricane of given 
intensity will strike the shores of Amer- 
ican business at a particular time but 
rather with the warning that storms 
may be gathering beyond the horizon 
and that they may possibly strike us. 

“T think the implications of what I 
have said are fairly clear. We are not 
yet clearly and safely over the infla- 
tionary hump. Therefore, buyers of in- 
surance must still look to their coverage. 
On the other hand, the insurance mar- 
ket will probably be eased when the 
present boom comes to an end, as it will 
soonor or later. Nevertheless, even if we 
have a recession, the total amount of in- 
surance facilities needed in this country 
will be far above pre-war requirements. 
This is true for two reasons: (1) the 
price level will probably be higher than 
it was before the war, (2) as a result 
of the great capital expansion of the 
past few years, the amount of insurable 
property will be much greater than ever 
before, and (3) the country has become 
more insurance-minded and concerned to 
get adequate protection.” 





Hubbell Sees Insurance Protection 
As Affording Last Line of Defense 


Harry L. Hubbell, director, real es- 
tate and insurance, Westinghouse Elec- 
tric Corp., Pittsburgh, led off the dis- 
cussion, “The Insurance Coverage of 
the Erewhon Manufacturing Co., at the 
insurance conference of the American 
Management Association at the Hotel 
Drake, Chicago, November 18-19. 

The discussion, centered around a 
hypothetical, typical manufacturing con- 
cern, was designed to outline the ob- 
jectives and procedures to be used in 
determining coverage for the company. 


Mr. Hubbell said: 


“T like to regard the insurance pro- 
tection of an industrial company—or in 
fact, that of any company—as affording 
the last line of defense both in the 
protection of the investment of the 
stockholders, through assuring recovery 
of values; and in the protection of con- 
tinuing opportunities for employment 
through assuring funds for restoring 
operating facilities, both of course, as 
to destruction of physical assets. Carry- 
ing this thought a step further, let us 
imagine the stockholders decide to 
terminate a company’s operations even 
in this final liquidation of a company’s 
assets, insurance remains as a_protec- 
tion to the owners until final conver- 
sion of physical assets into cash and 
resultant recovery of investment. Insur- 
ance premiums constitute one of the 
few really fixed operating expense 
items. 


Given New Assignment 


“Now the president of the Erewhon 
Manufacturing Co. has given me a new 
assignment—a new job—that of develop- 
ing and presenting for management ap- 
proval, a program of insurance for the 
company. There hae been no strings 
attached to this assignment, except that 
such types of insurance as group life, 
annuities, hospitalization and _ possibly 
employe benefit insurance are not in- 
cluded in the scope of this assignment. 
My judgment is not to be influenced 
by a budgeted insurance expenditure, 
although coverage costs must be given 
careful consideration. 

“There has been no limitation as to 
self-insurance being required on certain 
exposures, or that we must provide cov- 
erage for all insurable hazards; no 
thought of dictating particular types of 
insurance; rather, the assignment of de- 
veloping a program which affords ade- 
quate insurance protection, at a cost 


level commensurate with the protection 
afforded. 

“T think the first step in this assign- 
ment is to determine the end result, 
objectively, which we want to obtain. 
In my mind we should accomplish the 
following: 

“1, Determine the exposure of the 
company to insurable loss, and acquaint 
management with such exposures. 

“2. Recommend to management those 
insurable exposures against which cov- 
erage should be purchased, and those 
which may be assumed by the company 
without too great involvement as meas- 
ured by financial stability. 

“3. Determine proper arrangement of 
lines of coverages, policy grouping, and 
adequacy of coverage forms. 

“4. Through proper selection of car- 
riers, assure recovery of losses caused 
by insured hazards. 

“5. Assure proper insurance service, 
whether that be claim adjustment han- 
dling, such as in boiler and machinery 
lines. 

“6. And all of this at a cost level 
commensurate with the value received 
by the company. 

“What we want to present to man- 
agement, therefore, is our recommen- 
dation of: What to insure—how to in- 
sure—and—where to insure. 

“The determination of the exposures 
of the company to loss is fundamental 
in the development of this assignment, 
and in my thinking, I have grouped 
these exposures as follows: 

“First: Damage to or destruction of 
physical -property. 

“Second: The company’s liabilities to 
others, either employes or the public 
for personal injury or property damage. 

“Third: Failure to make profits and 
earn fixed charges because of damage 
to, or destruction of facilities—and, 

“Fourth: Due to criminal operations 
of employes or others.” 


NEW NEBRASKA CO. 


The Standard Casualty Co. of Lin- 
coln has been incorporated in Nebraska 
by officers of Standard Reliance which 
is a mutual formerly known as the 
Dwelling House Insurance Co. O. D. 
Trombla, secretary of the latter com- 
pany, is president of Standard Casu- 
alty. R. D. Latsch, who heads the parent 
organization, is board chairman of the 
new mate. 
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TERMINATE AVIATION PACT 





Employers’ Group and Newhouse & 
Sayre Announce Latter to Cease as 
Aviation General Agents 

The Employers’ Group Insurance 
Cos. and Newhouse & Sayre, Inc. 
jointly announce the termination of 
Newhouse & Sayre, as aviation general 
agents for the Employers’ Group as of 
December 31. This action has _ been 
taken because of the present conditions 
existing in the aviation insurance busi- 
ness and in line with a desire on the 
part of the Employers’ Group to reduce 
the volume of aviation insurance writ- 
ings. 

As of January 1, the majority of the 
Employers’ Group general agencies and 
branch offices will have available avia- 
tion underwriting facilities for agents 
and brokers of the Employers’ Group. 

Newhouse & Sayre, will continue to 
handle, until expiration, all monthly re- 
porting forms, as well as endorsements 
and cancellations of outstanding poli- 
cies. No new or renewed business hav- 
ing an inception date on or after Janu- 
ary 1, will be written by Newhouse & 
Sayre. Requests for renewals may be 
submitted to the local branch office or 
general agent of the Employers’ Group. 

The above change in no way affects 
the representation by Newhouse & 
Sayre, in New York City of the m- 
ployers’ Group as borough agents for 
casualty lines. 


TO HEAR GUSTAVE SIMONS 


Gustave Simons, New York lawyer, 
will address the American Market \s- 
sociation on December 10 at 12.30 ; m, 
in Hotel Sheraton, New York. Sub ect 
is “Tax Exemptions for Marketing .nd 
Advertising Executives.” Address will 
deal in considerable measure with spc ial 
application of insurance, profit sharing 
plans and deferred compensations to id- 
vertising agencies, market organizations 
and similar bodies. Insurance agents “re 
welcome to attend. 
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Culkin Advises Buyer to Negotiate 
With Claims Men on Value of Losses 


The insurance buyer, who negotiates 
contracts with the insurance companies’ 
underwriters or representatives, like- 
wise should negotiate with the claims 
man on the value of losses, said John 
W. Culkin, vice president, Gurney, 
Overturf & Becker, Buffalo, N. Y., in 
his address before the insurance con- 
ference of the American Management 
Association at Chicago, November 18-19. 

Speaking on the subject, “The Effect 
of Accident Prevention on Insurance 
Costs,” Mr. Culkin said that unquestion- 
ably, the most direct approach to lower 
costs is accident prevention. His spe- 
cific suggestion as to how to control 
insurance costs dealt with the matter 
after the casualty, avoidable or inavoid- 
able, has occurred. Unfortunately, he 
said, real control in this field applies 
only to casualty insurance and more 
specifically, to those types of coverage 
that are experience rated, such as 
workmen’s compensation, public liabil- 
ity and the larger automobile fleets. 

Pointing out that some workmen’s 
compensation claims are of long dura- 
tion, Mr. Culkin said that during the 
time the case is open, the insurance 
company must carry a reserve which, in 
its judgment, when added to the cash 
payments already made, will be the final 
closing value of the particular case, this 
estimated closing value being used in 
the experience rating procedure as part 
of the actual losses. 


Has Adverse Effect 


“If the case should be over-reserved 
either for compensation or for medical 
as compared to its actual closing value,” 
he said, “it will have an adverse and 
unwarranted effect upon your experi- 
ence modification and will consequently 
increase your workmen’s compensation 
costs. If it is under-reserved, your car- 
rier will be penalized in its adjusted 
premium.” 

Mr. Culkin said there is plenty of 
room for a legitimate and honest dif- 
ference of judgment as to reasonable 
and adequate estimates for open claims. 
This possible difference, he said, has 
been increased by continuous broaden- 
ing of the compensation laws, the in- 
flationary trend of juries’ verdicts as 
respects judgments for personal injuries 
in liability cases and the increase in 
personal damage costs, in addition to 
the human element. 

He advised the insurance buyer to 
obtain from producer or carrier a list 
of all open claims at least eight months 
previous to the effective date of the ex- 
perience rating modification and _ to 
satisfy himself that the reserve on the 
case is both reasonable and adequate. 
Medical reserve should be watched, he 
said, and on occasions, it may be neces- 
sary to discuss cases with the claims 
manager or the home office claims ex- 
aminer as to the merit of the values 
placed on the case. 


Claim Managers Cooperate 


“T have found the local claims mana- 
gers as well as the home office ex- 
aminers most cooperative in these ef- 
forts to get an adequate and reasonable 
value established in any case brought 
before their attention,” he said. 

“T think you will find, quite frequently, 
that your local claims man who has 
handled the case in person has more 
intimate knowledge of the facts than 
may be contained in the home office 
file which the claims examiner is re- 
viewing. Accumulate such facts and if 
they could have any effect on the home 
office examiner’s or your local claims 
inan’s judgment, submit these bits of 
information to him. Bear in mind that 
whatever is done in changing a reserve 
on such cases, must be concluded at 
cast six months before the experience 
modification is to become effective. 
‘As insurance buyers, you negotiate 





insurance contracts with the insurance 
companies’ underwriters or representa- 
tives—why not negotiate with the claims 
man on the value of losses? You check 
the bills you receive from insurance 
companies—why not check the losses 
that you are being charged with. You 
check the cost of plant improvements 
as compared with the reductions you 
will receive in your fire rate—why not 
check the make-up of your experience 
rated insurance risks. 

“The open values of personal injury 
claims, in their very nature, permit ex- 
treme variations in estimating their ul- 
timate costs. Also, property damage 
claims can remain open for exception- 
ally long periods. Therefore, do not 
neglect to look into this matter in these 
two fields as well. I know that the pro- 
cedure works. I have used it for years 
and I know some amongst you are us- 
ing it effectively. I believe that you 
too, will find it beneficial to review 
reserve values on your open claims.” 





OPENS NEW CLAIM OFFICES 





Hartford A. & I. Expands Services; 
Names Sherwood in Texas, Brown 
and Murphy in N. Y. State 
The Hartford Accident & Indemnity 
Co. has opened claim offices in Amarillo, 
Tex.; Niagara Falls, N. Y. and Olean, 

N.. ¥: 

The Amarillo office is in charge of 
William O. Sherwood, Jr. Mr. Sher- 
wood is a native of Texas, a graduate 
of the South Texas School of Law and 
a member of the Texas Bar. He has 
been associated with the Hartford since 
1941. 

The Niagara Falls office is in charge 
of C. Edward Brown who has been lo- 
cated in the company’s Buffalo claim 
department. Mr. Brown, who has been 
associated with the Hartford for over 
twelve years, was born in Shortsville, 
N. Y. He attended Cornell University 
and Albany Law School. 

The Olean office is in charge of Ed- 
win J. Murphy who is being transferred 
to Olean from the company’s Buffalo 
claim department. Mr. Murphy was 
bern in Buffalo and has been associated 
with the Hartford since 1922. He is a 
graduate of Oswego Normal School. 





Peschel Heads Insurance 


Square Club of New Jersey 


Joseph R. Peschel, Maryland Casualty 
Co., was elected president of the In- 
surance Square Club of New Jersey at 
the annual meeting at Newark, Novem- 
ber 17. R. Denton Kretzer, Fidelity & 
Guaranty Insurance Corp., was elected 
first vice president; Carl F. Fry, Agri- 
cultural Insurance Co., second vice presi- 
dent; Kenneth G. Long, Century Insur- 
ance Co., treasurer, and Fred J. Pye, 
Fire Insurance Rating Organization of 
New Jersey, secretary. 

Reappointed as trustees were Albert 
B. Craig, James D. Apple and Theodore 
R. Roller. 





DIXON WITH MASS. INDEMNITY 

Thomas S. Dixon has joined the office 
of Wm. E. Lebby, state manager at 
Los Angeles for the Massachusetts In- 
demnity Insurance Co., as agency su- 
persivor. For the past ten years he 
has been associated with the Occidental 
Life Insurance Co. of California in 
home office and field supervisorial posi- 
tions. The Lebby agency shows a gain 
of 20% in premiums written for he 
first ten months of the current year 
over the same period of last year, and 
continues to rank as the leading agency 
of the company. 


CROSS GOES WITH PHOENIX 





Becomes Manager of A. & H. Depart- 
ment of Metropolitan N. Y. Office; 
Was With Royal Group 

Philip D. Cross has been appointed 
manager of the accident and health de- 
partment of the metropolitan office of 
the Phoenix Indemnity Co. at 60 John 
Street, New York City. 

Mr. Cross spent two years at Rutgers 
University, at New Brunswick, N. J. 
He joined the accident and health de- 
partment of the Commercial Casualty 
Co. of the Loyalty Group in 1938, con- 


John B. Rogers Dies 


John B. Rogers former local insurance 
agent of Warwick, N. Y., died October 
28, after a short illness. He was 75 
years of age, active in business at the 
time of his death and had resided in 
Warwick fifty-one years. 





tinuing there until he joined the armed 
forces. After four years in the Army, 
he became associated with the accident 
and health department of the Eagle, 
Globe and Royal Indemnity Cos., re- 
signing to join the Phoenix Indemnity. 
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J. S. KEMPER HAD BUSY TRIP 





Back Home After Presiding at Brazil 
Meeting of Inter-American Confer- 
ence; Met South American Notables 

James S. Kemper, head of the Lumber- 
mens Mutual Casualty and past president 
of U. S. Chamber of Commerce, is back 
home after a successful trip to South Amer- 
ica during which he interviewed leaders of 
three countries. A former chairman of the 
United States Inter-American Council of 
Commerce and Production, Mr. Kemper 
presided at its executive committee meet- 
ings held at the Ouitandinha Hotel, Pe- 
tropol's, Brazil. Its agenda included the 
follow'ng important items: 

\ hemispheric program of business ac- 
tion for 1948; preparation for the fourth 
plenary meeting which may be held in the 
United States next year; discussion on the 
proposed charter of the International Trade 
Organ‘zation of the United Nations; the 
January 1948 economic conference of gov- 
ernments of the Americas, to be held in 
,ogota, Colombia; and promotion of com- 
merce and industry in Latin America 
through private investment of capital. 

Mr. Kemper stated that the Inter-Ameri- 
can Council functions as the congress of 
the bus‘nessmen of the Western Hemi- 
sphere. It is dedicated to the system of 
free enterprise, without unreasonable gov- 
ernment intervention—and without the com- 
petition of government with its taxpayers. 
United States affiliates of the Council in- 
clude the Chamber of Commerce of the 
United States, the National Association of 
Manufacturers and the National Foreign 
Trade Council. 


While in South America Mr. Kemper 
had interviews with President Dutra and 
Foreign Minister Fernandez of Brazil, 


President Batlle Berres and Foreign Min- 
ister Mateo Marquez Castro of Uruguay 
and Foreign Minister Bramuglia of Ar- 
gentina. 

Stockholders Approve Lean 

Stockholders of Preferred Accident at 
a special meeting Tuesday in New York 
approved the additional loan of $2,000,- 
000 which the company has requested 
from the RFC. President Floyd N. 
Dull’s report of progress to date was 
received with satisfaction by the stock- 
holders. 

A total of 83% of the common stock- 
holders approved the RFC’s new financ- 
ing and the $2,000,000 is expected to be 
in hand by December 1. 





MORRISSEY’S JOB COMPLETED 





Mapped Out Insurance Program for 
Greek Workers on Rehabilitation 
Projects There 
George E. Morrissey, chief of the in- 
surance division, United States Army 
engineers Corps, has completed his sur- 
vey of the Greek insurance situation 
and mapped out a program for insur- 
ance coverage on Greek workers as- 
signed to the American rehabilitation 
projects now in progress in Greece. Mr. 
Morrissey, who flew to Greece in mid- 
October, spent several weeks in Athens. 
His job there completed, he made a 
stop-off in Paris before leaving for home. 
Mr. Morrissey represented both the 
\rmy Engineers Corps and the State 
Department, and did an excellent job 
in solving several difficult insurance 
problems in connection with the Greek 
coverage. 

The Liberty Mutual is covering Amer- 
ican contractors operating in Greece 
under the rehabilitation program. 





Names Gillespie, Bloomer 

Robert S. Gillespie has been appointed 
superintendent of the special risks depart- 
ment of the Indemnity Insurance Co. of 
North America and Ward L. Bloomer has 
heen made superintendent of the newly cre- 
ated forms and filing department. Mr. Gil- 
lespie joined the company in 1929, subse- 
quently rose to be casualty manager for 
Canada and has been an underwriter in the 
special risks department at the home office 
since 1944. Mr. Bloomer was on the staff 
of the insurance section of the RFC 
before joining the company in July, 1946. 


James A. Murphy Heads 
Burglary & Glass Club 
James A. 


; Murphy, Manufacturers’ 
Casualty, New York, was elected presi- 
dent of the Burglary and Glass Insur- 
ance Club at its annual meeting No- 
vember 18 in New York. He succeeds 
Walter S. Costello, Royal Indemnity, 
both as president and as chairman of 
the executive committee. Mr. Costello, 
however, continues on that committee. 

In addition to Mr. Murphy, the new 
officers of the club are as follows: vice 
presidents—Frank FE. Schoner, York- 
shire Indemnity; John J. Mylod, Mas- 
sachusetts Bonding; Jacques P. Main- 
zer, London & Lancashire. Francis K. 
Peterson, Atlantic Mutual, was elected 
treasurer; Thomas J. Crowe, Bankers 
Indemnity, assistant treasurer, and Miss 


Ethel J. Corbett, National Bureau, 
secretary. 
The Burglary and Glass Insurance 


Club at its November 18 meeting heard 
Oscar Lindner, CPA of New York, who 
spoke on claim auditing in connection 
with the mercantile open stock burglary 
policy. For the benefit of his audience 
he distributed descriptive material in 
connection with the “Preparation of the 
Book Statement of Loss by Means of 
the Gross Profit Method.” 

Another speaker at this meeting was 
Frank Bragg, manager, plate glass claim 
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division, Association of Casualty & to be held at the offices of the National 


Surety Cos., who told of the activities 
of this bureau since its inception. 

Retiring President Costello in his 
presidential address reviewed the past 
year’s activities of the club and ex- 
pressed the general satisfaction which 
prevails that the organization in its 
revived form has established itself as 
a factor in the burglary and glass end 
of the business. An increase in mem- 
bership is expected in the near future 
as a result of the request by inspection 
company representatives to join. the 
organization and to participate actively 
in its affairs. 

The program for the next three 
months includes: (1) the annual Christ- 
mas party—Wednesday, December 17, at 
King Arthur Restaurant in London 
Terrace, N. Y.; (2) January 13 meeting 














The GENERAL ACCIDENT and 
POTOMAC are staunch supporters of 
the American Agency system and 
protect their agents and brokers by 
adhering strongly to the position 
that no business will be written 
except through properly licensed 


agents and brokers. 
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Bureau, and (3) February 16 meeting 
to be held at Fraunces Tavern, \. Y. 
at which Miles F. McDonald, district 
attorney of Kings County, will speak. 

President Murphy has_ had _ nearly 
twenty-five years’ experience in the 
burglary and glass end of the business, 
and continuously ,in the Greater New 
York area. He started with the Zurich 
and served successively in the Phoenix 
Indemnity. Fidelity & Deposit, Stand- 
ard Surety & Casualty, Seaboard Surety 
and American-Associated Cos.—holding 
managerial positions and acquiring con- 
siderable experience in the underwriting 
and production of burglary and glass. 





TO VOTE ON CAPITAL REDUCTION 





American Casualty’s Stockholders to 
Pass on Proposal to Strengthen Sur- 
plus at Special Meeting Dec. 30 

Stockholders of American Casualty of 
Reading will vote December 30 at a 
special meeting on a proposal to reduce 
the paid-in capital stock of the com- 
pany from $2,000,000 to $1,500,000, and 
to approve the issuance at a later date 
of 150,000 additional shares of $5 par 
capital stock. 

Inasmuch as Pennsylvania statutes re- 
quire a- minimum par value of $5 per 
share, it is proposed to accomplish the 
reduction in capital by decreasing the 
number of shares from 400,000 to 300,000. 
Each stockholder will receive three- 
quarters of a share of stock for each 
present share held. Dividends, it is 
understood, will be maintained at the 
same dollar amount with the rate per 
share being increased from 60 cents to 
80 cents. 

The proposed rearrangement of capi- 
tal stock of American Casualty under 
which the surplus account will be in- 
creased by $500,000, has developed as 
a result of the drain on surplus resulting 
from an unprecedented growth in the 
premium writings of the company and 
its subsidiary, American Aviation & Gen- 
eral. Combined writings in 1946 were 
$14,729,000. But combined premium vol- 
ume for the first nine months of 1947, 
notwithstanding drastic underwriting se- 
lectivity and other measures, amounted 
to $12,143,000 compared with $11,202,000 
for the same period of 1946. 


R. V. Alger Promoted by 
Travelers; Dividends Voted 


The appointment of Raymond V. Al- 
ger to be assistant secretary of its cor 
pensation and liability department was 
announced by the Travelers on Tucs- 
day following the board of directors 
meeting. 

The directors took action in declaring 
a quarterly dividend of $4 a share aid 
an extra of $2, both payable Decem! er 
12 to stockholders of record Novem)cr 
28. The payment is the same as in 
November, 1946. 


J. W. Scherr, Sr., Dies 


J. Walter Scherr, 71, board chairm.", 
Inter-Ocean Insurance Co., Cincinn: 
died suddenly Tuesday morning. 
neral is being held today. Mr. Sche 
a highly respected figure in the A. & |. 
ranks, was past president of Health “ 
Accident Conference. 
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Compulsory Insurance 
Advocated by Baruch 


TALKS TO BLUE ~ CROSS GROUP 





Denies Compulsory Health Insurance 
Constitutes Socialized Medicine; 
Wants Federal Agency 





accident and health industry was 
interested in reports of the address 
made last week by Bernard M. Baruch 
in which he advocated compulsory 
healih insurance for low-income groups, 
financed through payroll deductions and 
some Government aid. Mr. Baruch ad- 
mitted that some would call the plan he 
espouses compulsory health insurance 
but he denied vigorously that it consti- 
tutes socialized medicine. 

Mr. Baruch was principal speaker No- 
vember 19 at a dinner given at the Bilt- 
more Hotel, New York City, to celebrate 
the progress of the Associated Hospital 
Service (Blue Cross), and its affiliate, 
United Medical Service. 

It is reported from Washington that 
Capitol Hill sources are .viewing Mr. 
speech with considerable in- 


Baruch’s 
terest. It was inserted in the Congres- 
sional Record by Senator Francis J. 
Myers (D.), Pa. and it is believed in 
many quarters that this insertion pres- 
ages Democratic policy in the coming 
election year. 

Following Mr. Baruch’s address, the 
United Hospital Service announced sup- 
port of his proposal for a health pro- 
gram for the needy, but insisted that 
such a program should be administered 
locally instead of by the state or Fed- 
eral Government. 

Declaring that the medical profession 
“has been fighting a rear guard action 
for too long” against attainment of ade- 
quate medical care for all the people 
of the United States, Mr. Baruch said 
that nothing has been suggested so far 
to attain this goal “other than some 
form of insurance covering the masses 
of the people by law and financed by the 
Government at least in part—what some 
would call compulsory health insur- 
ance. 

Favors Payroll Deductions 

He said his own preference would be 
for Government to meet only part of 
the cost of such a program, with part 
coming in payroll deductions from em- 
plovers and workers. In time, he said, 
these deductions will become absorbed 
in general costs of production. 

“Many doctors and many lay people 
have sought to paint this issue as a 
choice—all black or all white,” he said. 
On 2 eR RS cercsnniee 


REPORTS ON MEDICAL PLANS 





A. & H. Conference Committee Finds 
Need for Coverage; Asks Company 
Cooperation; Washburn Is Leader 


Delegates attending the medical in- 
surance meeting sponsored by the medi- 


cal insurance committee of the Health 
& Accident Underwriters Conference at 
the LaSalle Hotel, Chicago, November 
18, agreed that medical care insurance 
covering doctors’ calls in the hospital 
has passed through the _ preliminary 
stage successively with an increasing 
number of companies writing this type 
of coverage. Chairman William Wash- 
burn led the round table discussions on 
types of policies being offered, demand 
and prepayment plans in the medical 
insurance field. 

In a discussion on the “demand” for 
medical insurance the majority of com- 
panies represented agreed that there 
is a definite need for this type of cov- 
erage and an opportunity exists to de- 
velop medical care insurance just as 
hospital insurance was cultivated ten 
years ago. At present most of the de- 
mand stems from unions, Government 
agencies and medical societies. 


After a discussion of medical pre- 
payment plans the committee recom- 
mended that the insurance industry, 


whenever feasible, cooperate with medi- 
cal societies in promoting and develop- 
ing medical insurance programs. A sur- 
vey will be made by the committee 
among conference membership for an 
expression of opinion regarding the 
type and extent of plans to be under- 
written in conjunction with the medical 
profession. 

Howard Brower of the Council on 
Medical Service of the American Medi- 
cal Association reported on the activi- 
ties of the association regarding medi- 
cal prepayment plans. He emphasized 





“T have found every aspect of medical 
care to be gray—the happy color sen- 
sible compromise wears. 

“All law imposes compulsion. A form 
of compulsory health insurance for those 
who cannot pay for voluntary insurance 
can be devised, adequately safeguarded, 
without involving what has been termed 
‘socialized medicine.’ The needs can be 
met—as in other fields—without the 
Government taking over medicine, some- 
thing I would fiercely oppose.” 

Mr. Baruch said he has no fear of 
Government’s taking its legitimate part 
in medicine, but, he said: “I oppose so- 
cialization here. It leads ultimately to 
the public state, degradation of the in- 
dividual and lessened well-being.” 

In connection with his proposal, Mr. 
Baruch recommended a Federal agency 
with Cabinet rank to handle all health 
and welfare problems. 
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Joint Committee Makes 
Industry Survey Report 


ANSWERS TO QUESTIONNAIRE 





Public Relations, Underwriting, Claim 
Procedure and Training Deemed Vital; 
Want Broader Coverages 





The importance of a continuing and 
practical public relations program was 
deemed to be one of the most significant 
problems in the accident and health in- 
surance industry according to results of 
the “industry survey” undertaken by the 
Disability Insurance Joint Committee 
last summer. The committee, a liaison 
group composed of members from com- 
pany and agents’ associations, polled a 
representative cross section of the dis- 
ability insurance business, including home 
office executives, state insurance depart- 
ment officials, general agents, managers 
and producing agents. 

Other questions raised by the survey 
show that underwriting, claim procedure 





the desire of the AMA to cooperate 
with insurance companies and _ other 
voluntary prepayment agencies in in- 
creasing the spread and effectiveness 
of surgical and medical prepayment 
protection. 


and agents’ training were listed as being 
important areas in which need for study 
by the industry is indicated. 

Recommendations for broader and 
more liberal policy coverages consistent 
with sound underwriting practices were 
received from 90% of the home office 
officials, 50% of the general agents, and 
33% of the producing agents reporting. 
Of this entire group, 11.8% felt that the 
insuring of sub-standard risks was an 
important problem. 

Consider Claim Procedure 

Claim procedure also received attention 
from all levels of the industry. Further 
developenent of intensified training pro- 
grams for agents was listed as a major 
ie by the general agents partici- 
pating in the survey. 

The questionnaire was designed to find 
out what industry itself thought were 
the three greatest problems of the health 
and accident insurance business today. 
Analysis of the results reveals that there 
was a crystallization of opinion regard- 
ing the problems of the industry and a 
composite picture of the tabulation pre- 
sents a clear indication that in general 
various segments of the business agree 
on specific problems. 

The “industry survey” was one of the 
first major undertakings of the recently 
appointed Disability Insurance Joint 


(Continued on Page 38) 








Helping Hand Jor Our Agents 


- Manufacturers bright new kit of sales stimu- 
lators for Agents. Colorful, attractive, these little 
folders combine facts and persuasion in a way 
that appeals to the most difficult prospect. 

Folders now available cover the following: 
Dishonesty Insurance, Comprehensive Personal 
Liability, Money & Securities Insurance, Accident 
& Health. If your goal is more production with less 





effort, put these silent salesmen to work for you. 

If you have not received samples of these fold- 
ers, send for this kit today. Included also are color- 
fvl Flotters, ready for imprinting with your name 
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“BILL" FORD and "THE HOOSIER" 
IN THE A. & H. BUSINESS FOR 40 YEARS! 





H. G. (Pruden- 
tial’s Downtown 
Agency, New 
York) Henderson 
writes in to say 
that directly after 
this column print- 
ed his spaghetti 
story plus the 
alleged reproduc- 
tion of the Hen- 
dersonian image, 
there was consid- 
erable telephone 
activity. The boys 
really went to 
work on him. He 
felt so guilty about it, he says, they 
made him feel as though he had sub- 
sidized us. Well, that’s not a bad idea, 
Hendy, and we might add “better late 
than never.” All of which goes to show 
that when your name is mentioned in 
this column (blackmail stuff) “there’s 
‘L’ to pay.” (Aw gwan, youse guys, 
can’tcha take a joke?) 

x * x 








In this world, according to Oscar 
Wilde, there are only two tragedies— 
one is not getting what one wants, and 
the other is getting it. 

x * x 

Our valued, genial and well known 
contributor, J. P. (Excess Insurance 
Company of America) Gibson, Jr., re- 
turned from a western trip a few 
weeks ago. As is usually the case when 
he sees his brother in Wisconsin, he 
comes away with plenty of wheezes, 
gags and assorted stories in varying 
colors. He told us one about the two 
sparrows perched on the handle of a 
big shovel. But wait! Possibly we had 
better let him tell it the next time you 
see him! If you don’t say it’s a scream, 
we'll send you a chocolate cream puff 
by parcel post! 

ok wk 


Ludwig Bemelman wrote a_ book 
called “Dirty Eddie.” Without giving 
you a free book review concerning this 
tome, we would like to quote a terrific 
passage which we feel is particularly 
worth remembering: 

“If a coal miner comes up in a dirty, 
sweaty shirt into a dirty town, spitting 
blood and finds he will die before his 
time, unable to rescue his children from 
his own fate—if that man lifts his black 
hands to heaven and says, ‘I wish the 
Russians would take over,’ I say, right 
and good logic. But you and the other 
Stork Club communists who go out, 
dressed for dinner, to the houses of 
the rich every night and who spend 
your week-ends at millionaires’ estates 
and sit at the best tables in the best 
restaurants, munching caviar and wash- 
ing it down with vintage champagne 
—you who travel in drawing rooms of 





WARNS OF CRIME INCREASE 
American Surety Mails Bulletin to All 
Banks Containing Excerpts From 

A Convention Talks 

In the belief that a definite crime trend 
is developing against which bankers 
should take precautions, the American 
Surety Group, New York, has mailed 
out to all banks a bulletin containing 
excerpts of comments made upon the 
subject by banking leaders at the recent 
American Bankers Association conven- 
tion. 

Those quoted are R. D. Mathias, presi- 
dent of Old National Bank in Evans- 
ville, Ind., presigent of the Indiana 
Bankers Association; C. W. Bailey, pres- 
ident of First National Bank, Clarksville, 
Tenn., former president of the ABA, and 
Frederick B. Post, president of the 


State Savings Bank, Ionia, Mich., presi- 
dent of the Michigan Bankers Associa- 
tion. 


the Superchief and change women the 

way you do shirts, when you say you 

wish the Russians would take over, and 

accuse every one not in agreement with 

you of being a Fascist, then I feel like 

taking our hat and vomiting into it.” 
x * * 


Our dentist—a swell guy (and if 
you need a good molar mauler, ’phone 
us and we’ll tell you his name, which 
may not be mentioned here what with 
ethics and stuff) admits his first defeat, 
and we quote: “We were proud we 
were the dentist for many of the Brook- 
lyn Dodgers—and expected to take care 
of the Yanks.” (P. S. Something went 
wrong with that gag between the be- 
ginning and the punch line, which 
sagged badly. We’ll have to reform). 

* a * 


Our special Cafeterial Scout, Ima 
Watchin Forya, reports she recently 
saw a cute couple in a nearby Tray 
Spot, and the girl had nothing on her 
tray but a salad. The boy asked, 
“Watching your figure?” “No,” said the 
girl sweetly, “I’m letting you do that 
for me.” 


—MERVIN L. LANE 


N. Y. Federation Date 
Is Set for December 10 


Robert V. Branion, manager, eastern 
department, Zurich General Accident & 
Liability Co., chairman of the luncheon 
committee for the thirty-third annual 
luncheon of the Insurance Federation of 
New York, has issued invitations for the 
event. The luncheon will be held Wed- 
nesday, December 10, in the grand ball- 
room of the Hotel Commodore, New 
York City, at 12:30 p.m. 
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New Jersey Agents and Brokers Are 
Invited to 
ASK ABOUT OUR HOSPITAL POLICIES 
¢ Selling Up to Age 75 
¢ No 30-Day Waiting Period 
e No Reduction on Account of Age 
— Plus Other New Features — 


ALSO A FINE LINE OF INDIVIDUAL, FRANCHISE AND GROUP POLICIES 


WILLIAM O. FORD 
General Agent 


Market 2-1371 


THE HOOSIER CASUALTY COMPANY 


Newarl, N. J, 








HEAD ADJUSTERS’ COMMITTEES 





President Franch Appoints Committees 
for Casualty Adjusters’ Group 
at Los Angeles 


President Eugene F. Franch of the 
Casualty Insurance Adjusters Associa- 
tion of Southern California at Los An- 
geles has named the standing commit- 
tees for the year, with the following 
chairmen: 

Arbitration, John H. Bray; automo- 
bile, F. L. Walker; fraudulent and un- 
ethical practices, Harold Thomas; index, 


W. M. Conners. 

Legislative, Forrest A* Betts; mem- 
bership, Roscoe Turner; sergeant-at- 
arms, Chester Martin; entertainment, 
William K. Farnsworth; publicity, Fra- 
zee Burke; workmen’s compensation, 
F. C. Frazier; program, F. E. Tidwell. 
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RESUME A. & H. STATISTICS 





-Bureau Again to Collect Accident Loss 
Experience Data; Health Com- 
pilation to Follow 
J. F. Follmann, Jr., manager of the 
Bureau of Accident & Health Under. 
writers, announces resumption of the 
bureau’s statistical collection of acci- 
dent insurance loss experience as of 

January 1, 1948. 

This statistical collection, begun in 
1931, was of necessity discontinued dur- 
ing the war years. Recognizing that 
only through sufficient exposure of like 
and comparable values can any cover- 
age or extension of coverage be ap- 
proached on a scientific basis and that 
the majority of insurers do not have 
sufficient volume of business to produce 
such necessary exposure in themselves, 
the bureau decided to resume this serv- 
ice to its member companies. 

The personal accident statistical plan 
has been revised and simplified by the 
bureau’s statistical committee, headed 
by Harry V. Williams of the Hartford 
Accident & Indemnity Co., and _ the 
revised plan has been reproduced and 
distributed to member companies. At a 
later date consideration will be given 
to the resumption of statistical compila- 
tion .under the statistical plan for 
health policies. 

With certain Insurance Commission- 
ers expressing keen interest in acci- 
dent and health loss ratios, it is be- 
lieved the collection will become of in- 
creasing value and assistance to the 
Commissioners as they approach this 
problem. The bureau has filed the col- 
lection on behalf of its member compa- 
nies with all states expressing interest, 
and is of the opinion that this experi- 
ence could better satisfy the. Commis- 
sioners’ inquiries, insofar as_ bureat 
members are concerned, than any other 
type of method of reporting information. 


C. E. Rea, Ontario, Named to 


Joint Disability Committee 


Charles E. Rea, president of Com- 
munity Associates, Toronto, has been 
appointed by Gilbert H. Knight, Cleve- 
land, president of National Association 
of A. & H. Underwriters, as a member 
of the Disability Insurance Joint Com- 
mittee. Mr. Rea is the president of the 
recently organized Ontario Association 
of Accident & Health Underwriters. His 
appointment to this committee together 
with that of D. Stuart Walker of Phil- 
adelphia, Mutual Benefit H. & A. man- 
ager, recently announced, rounds out 1ts 
personnel. 

The Disability Insurance Joint (om- 
mittee met recently in Chicago, and 
discussed among other subjects the 
recent poll of 700 A. & H. men and 
women taken last summer to determine 
the major problems of the business an¢ 
how best to solve them. An interested 
observer at this meeting was J: seph 
F. Follmann, Jr., manager, Bureau ©! 
Accident & Health Underwriters. 
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ther than co-insurance, and the an- 
ewer seemed to be excess. 

On the subject of shortages, Mr. Herd 
said that no company is capriciously 

ining down business. 

The point was raised that “perhaps 
we cannot pass the blame for shortage 

the insurance companies, since the 
nvestors have invested little in insur- 

ce companies.” One buyer stated, “We 
uld be able to develop our own 
eds,” saying that here in the mid- 
st we have not considered the insur- 
ice market for investment purposes, 
it have depended on the east. 
Further, it was pointed out that the 
yposed billion dollar reinsurance com- 
ny could not earn its keep. The 
question was raised that since London 
xpects a profit for reinsurance, why 
-an’t we absorb at least 50% in insur- 
ance over here? 

Mention was made of reciprocal un- 
derwriting which had turned out to be 
satisfactory. Two examples cited were 
in the lumber industry at the close of 
the other war and in connection with 
the New York wholesalers. 


Coverage for Mythical Company 


The afternoon session featured a panel 
discussion by a group of experts on 
proposed insurance coverage for a myth- 
ical company, the Erewhon Manufac- 
turing Co. which has plants located 
in Lancaster, Syracuse, and Plymouth, 
and warehouses located in five key 
cities nationwide. This meant consider- 
ation of practically every type of busi- 
ness insurance. As chairman for the 
discussion, Harry L. Hubbell, real es- 
tate and insurance director of Westing- 
house Electric Corp. at Pittsburgh, said 
that first it would be wise to determine 
the end result, which must include an 
estimate of exposure to loss and ac- 
quisition; conclusions as to those items 
to be insured; arrangement of lines of 
coverage, selection of carriers, insur- 
ance service, and consideration of cost. 

F. V. Rudd, vice president, Marsh & 
McLennan at Detroit, spoke for the 
broker. He recommended appraisal, and 
the broadest forms possible. 

Felix Hargrett, assistant vice presi- 
dent, Home of New York, speaking as 
the expert on fire insurance, agreed with 
Mr. Rudd that the buildings should be 
appraised, as well as machinery. Both 
speakers cautioned about including 
sprinkler leakage on the sprinklered 
buildings, and Mr. Hargrett advised 
earthquake protection on the Pacific 
coast. He stated that no practical plan 
has been devised on writing of flood 
insurance. He pointed out that busi- 
ness interruption was essential, and 
stated that two forms were available, 
one with two items, co-insurance; the 
second a single item or gross profit. 
He felt it was to advantage to buv 
the two item form. In the east, he said, 
there was a limitation to twelve months 
as maximum shut-down, but said a 
rider could be added to extend that 
time. The west has no such limitation. 

Kingsbury and Fenton Give Views 

As the expert on casualty lines, E. H. 
Kingsbury, assistant director of educa- 
tion, Royal- Liverpool Groun, recom- 
mended retrospective rating on work- 
inen’s compensation, which would result 
na savings. He also urged a safety 

rogram. He further recommended com- 
prehensive general liability and compre- 
iensive auto liability. 

P. M. Fenton, assistant manager, 
\larine Office of America at Chicago, 
eplaced R. D. Sullivan, manager of 
ie same office, in discussing the marine 

nes. Before considering marine cov- 

age for the Erewhon Co., Mr. Fenton 
gressed to explain that prior to 1933 it 
ad been the custom to write inland 
iarine floaters to cover those items 
hich could not be included in casualty 
nes. At the Commissioners’ conven- 
mn in 1933 a definition of marine was 
awn up to include those items where 
‘ransportation was a hazard involved. 
in cases where transportation is only 
icidental, they are not for marine 








AMA Insurance Chairman 
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insurance. For the Erewhon Co. he 
recommended only one transportation 
policy, since there is the danger in 
breaking into two or three groups of 
leaving loopholes or forgetting certain 
items. 

White on Boiler and Machinery 

Walter R. White, production man- 
ager, boiler and machinery department, 
Lumbermens Mutual Casualty, Chicago, 
stated that boiler and machinery insur- 
ance were specialized lines which had 
developed in the last decade, having 
been formerly assumed by the com- 
pany. Since no two power plants operate 
in the same manner, he stated it was 
necessary to obtain an engineering re- 
port. Each policy must be different. 

During the past few years, Elliott T. 
Rogers, bonding and burglary super- 
visor, Liberty Mutual in Chicago, said 
he had reviewed the crime insurance 
folios of a number of concerns and 
found that most companies have anti- 
quated crime coverage. He recommended 
the blanket fidelity bond, saying the 
advantages were: 

1. That premiums were lower under experi- 
ence rating plans. 

2. In the event of loss, all coverages are 
automatically reinstated at no additional pre- 
mium. 

3. All 
new locations acquired. 

4. All warranties are eliminated. 
flexible, and 


locations are covered, as well as 


5. Comprehensive policies are 
are tailor-made with special endorsements, 
6. They combine all crime coverage under 








Stop Ruinous Losses! Read — 








“EMBEZZLEMENT and INTERNAL CONTROL" 


By Albert E. Keller, Certified Public Accountant 


Actual Embezzlements Are Described and Remedies Outlined 
THE CHICAGO TRIBUNE says about this book: "Embezzlement of large sums 


of money still makes newspaper headlines, but there are other insidious ways by 
which companies lose substantial profits. The author is familiar with all of them. 
As an accountant he urges a sound accounting system, but he also discusses efficient 
office procedures, accurate statistical reports and protective equipment so that 
executives can be on guard to prevent inroads upon a company’s assets." 


27 Chapters -:- 230 Pages 7'/, x 5" -:- Clothbound -:- $3.00 -:- Descriptive Circular FREE 


WARNER-ARMS PUB. CO., 1232 Ninth St., N.W., Washington |, D. C. 











one contract, eliminating overlapping and loss 
of time in claim settlement. 

In one case he cited hit or miss cov- 
erages cost the company $6,500 in pre- 
miums. Under comprehensive, all plants 
would be covered at $5,200 for the same 
term of three years 

He pointed out that some of the insur- 
ance companies writing this type of busi- 
ness were setting up loss prevention 
programs. One company offers a service 
for the survey of accounting systems, 
with a special auditor to handle the 
survey. 

A second company offered a crime 
survey. Mr. Rogers stated these serv- 
ices were a step in the right direction, 
and feels that eventually all companies 
will have a survey service in advance 
of coverage. Companies with a_ con- 
trolled system are entitled to lower 
premiums, he declared, than are those 
with sloppy accounting practices. 

Mr. Bass also served as chairman for 
the morning session Wednesday. Speak- 
ing on “What Service Should the Buyer 
Expect from His Insurance Broker?” 
Paul H. Schindler, insurance manager, 
Youngstown Sheet & Tube Co. pointed 
out that a buyer of insurance is not 
clear as to what he needs for coverage. 
His job is to protect the property of 
the company against every possible loss 
and he needs the advice of a well in- 
formed insurance agent or broker to 
help him do the job. Mr. Schindler’s 
talk was reviewed in last week’s edition. 

John W. Culkin, vice president, 
Gurney, Overturf & Becker of Buffalo, 
pointed out that the people who buy 
insurance have to pay the excess loss 
from fire. He said if industry will re- 
duce the loss, the cost will go down, 
for the most direct approach to lower 
cost is accident prevention. He recom- 
mended safety programs, and in that 
respect stated that the safety division 
of the AMA is equipped to help with 
such a program. 

Peter Drake, insurance manager, 
Schenley Distillers Corp., discussed the 
“Pitfalls and Possibilities of Self-Insur- 
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ance,” his talk also being reviewed in 
our issue last week. 
he Business Outlook 

In an address before the luncheon 
meeting on Wednesday noon, over which 
Mr. Dodd presided, Howard R. Bowen, 
dean of the College of Commerce and 
Business Administration, University of 
Illinois, presented “The Business Out- 
look and Your Insurance Program.” “A 
serious strain on insurance facilities of 
this country has resulted from the great 
expansion in economic activity, in in 
flation of property values, the difficul- 
ties of replacing facilities, and the in- 
crease in losses,” he said. 

“The question of what to do about 
it is very much in the minds of insur- 
ance buyers, insurance companies, and 
state regulatory agencies. The key to 
the answer lies in the future trend of 
business activity and prices. On the 
assumption that business will remain 
active and that prices will remain high 
or even rise, drastic action would be 
needed in order to expand our insur- 
ance facilities to accommodate legiti- 
mate needs for coverage. On _ that 
assumption, it might be justifiable to 
pursue various of the proposed reme- 
dies, among them, increased capitaliza- 
tion of insurance companies, organiza- 
tion of new insurance companies, 
extension of self-insurance, revision of 
practices relating to unearned premium 
reserves, reduction in agency compensa- 
tion, elimination of term policies, 
greater efforts to prevent losses, in- 
creased rates, etc. On the other hand, 
with the opposite assumption that we 
are now on the crest of a boom and can 
expect declining business activity and 
prices in the near future, these meas- 
ures would become less urgent, and at 
the same time the problem of coverage 
for the insurance buyer would tend 
to disappear.” 

Summarizing the economic picture, he 
stated, “My conclusion is that business 
today is more vulnerable than is gener- 
ally admitted. There are a number of 
strategic factors which, in combination, 
could produce a sharp recession. These 
factors are: 1. a possible decline in ex- 
penditures for producers durable equip- 
ment, 2. termination of inventory ac- 
cumulation, and 3. a decline in exports. 
And such a recession would almost sure- 
ly have a profound influence on the level 
and the structure of prices.” 

“ T a - - no £ ? 

We are not yet clearly and safely 
over the inflationary hump,” he added. 
“Therefore, buyers of insurance must 
still look to their coverage. On the 
other hand, the insurance market will 
probably be eased when the present 
boom comes to an end, as it will sooner 
or later. Nevertheless, even if we have 
a recession, the total amount of insur- 
ance facilities needed in this country 
will be far above pre-war requirements. 
This is true for two reasons: 

1. “The price level will probably be 
higher than it was before the war, as 
a result of the great capital expansion 
of the past few years, the amount of 
insurable property will be much greater 
than ever before. 

2. “The country has become more 
insurance minded and concerned to get 
adequate protection.” 

AMERICAN SURETY DIVIDEND 

Directors of American Surety de- 
clared a dividend of $1.25 per share on 
the capital stock, payable next January 
2 to stockholders of record December 15. 
















































































































Page 38 





November 28, 1°47 








poem Risk Plan 
Extended in Ontario 


STEP CALLED ~ REVOLUTIONARY 
Restrictions Renan Because of Estab- 
lishment of Unsatisfied Judgment 
Fund in Province 


The Ontario automobile assigned risk 
plan has been extended to make it easier 
for sub-standard risks to obtain insur- 
ance, an official announcement reveals. 
The changes are termed, in insurance 
circles, as “revolutionary.” 

Next year, drivers who 
this category, because of poor driving 
records, physical disabilities, old age, 
etc., will be given more consideration 
when they ask for insurance. The plan 
was started in Ontario a few years ago 
and was open to those who had been 
refused coverage by at least three com- 
panies but who had to give proof of 
financial responsibility. Now the plan 
will consider all applicants. 

Decision to ease restrictions has been 
brought about by an amendment to the 
highways traffic act which provides for 
the establishment of an unsatisfied judg- 
ment fund, according to John A. Bar- 
ron, manager of the plan. This new 
legislation makes it almost imperative 
for motorists without financial respon- 
sibility to carry automobile insurance. 

The fund will be realized from an 
extra assessment which motorists will 
have to pay when applying for 1948 
driving permits. The fee, it is believed, 
will be a minimum of one dollar per 
year, possibly higher for truck and taxi 
operators. 

Victims of accidents in Ontario, who 
in the past often had to pay their own 
expenses, will be able to apply to the 
fund for damages. The driver respon- 
sible for the accident automatically will 
have his license revoked until he has 
reimbursed the fund for the amount in- 
volved, plus interest, and in addition 
proves he has become financially respon- 
sible. 

Now that certain restrictions are be- 
ing removed, many of the people are go- 
ing to be able to get insurance who 
never could obtain it before, according 
to Mr. Barron. 


PUBLIC HEARING IN MISSOURI 
Jackson Asks Ouiniene Relative to Com- 
pensation Rate Revision and 
Retrospective Rating 
A public hearing was called by In- 
surance Commissioner Owen G. Jackson 
at Jefferson City, November 26, to con- 
sider the following matters respecting 

workmen‘s compensation insurance: 

Proposal for a general revision of 
the prevailing workmen’s compensation 
insurance rates for Missouri. 

Proposal for the introduction in 
Missouri of a new retrospective rating 
plan for workmen’s compensation risks 
to be known as Plan D. 

Proposal for the introduction in 
Missouri of interstate experience rating 
for multiple state workmen’s compensa- 
tion risks. 

Any other phase of the business of 
workmen’s compensation insurance in 
Missouri upon which those in attendance 
wished to be heard. 


come within 





Industry Survey 
(Continued from Page 35) 
Committee. The committee was organ- 
ized to effect a mutual understanding of 
the problems of the health and accident 
industry and will continue its studies in 
related areas to discover ways in which 
both the producers and companies can 
work together to promote greater cov- 
erage for the public. 


JOINS Los ANGELES AGENCY 

Robert P. Kelly, who has been super- 
visor of the group accident and health 
department in Los Angeles of the 
American-Associated Cos., has resigned 





and has joined Emett & Chandler. 


LANG’S RESEARCH ARTICLE 


Writes in “Printers’ Ink” on What 
Industry Is Now Doing to 
Determine Buyer Needs 
“Planned Sales Management Means 
More Insurance Sales” is the title of 
a feature article written by Frank Lang, 
manager, research department, Associa- 
tion of Casualty & Surety Companies, 
which appeared in the November 7 is- 
sue of “Printers’ Ink,” the advertising 
weekly magazine. Mr. Lang has done 
an excellent job in telling how research 
is being used more and more by the 
insurance industry to determine buyer 
needs, and his article is illustrated by 
charts from the insurance research re- 
ports of Curtis Publishing Co. and 

Crowell-Collier Publishing Co. 

Insurance is different from an ordi- 
nary article of merchandise, being as 
Mr. Lang explains, an “if” proposition 
wherein the buyer becomes conscious of 
it only if he needs it and when he 
needs it. The product is a policy, the 
terms of which necessarily are cloaked 
in legal language.... Hence if the 
public is to buy insurance with any 
degree of confidence, “sorheone besides 
the purchaser must take responsibility 
for seeing to it that value is received.” 
This responsibility, says the author, 
falls to the agent or broker and “his 
is the task of tailoring the protection 
to his client’s individual needs .. .” 
To do this job satisfactorily a profes- 
sional man is needed. Mr. Lang points 
out that insurance company manage- 
ment has recognized this fact and “is 
determined that its representatives shall 
measure up to the standard demanded 
by the nature of their work.” As the 
first step in this campaign, he adds, i 
has set out to learn exactly what the 
public wants to know about insurance 
and what it expects of the agent or 
broker. In the attainment of this ob- 
jective, considerable use has been made 
of various forms of research. 

The author argues that an insurance 


Hodgman Heads New Jersey 


Surety Men’s Association 

The Surety Underwriters’ Association 
of New Jersey held its annual meeting 
at Newark, November 6, elected the 
following officers: president, L. P. 
Hodgman, Employers’ Group; vice presi- 
dent, Clyde W. Quick, Aetna Casualty & 
Surety Co.; secretary-treasurer, George 
A. Schmitt, Loyalty Group. 

The following members were elected 
to the board of trustees: Percy A. S. 
Rogers, United States Fidelity & Guar- 
anty Co.; Herbert N. Hutchinson, Amer- 
ican Surety Co.; C. J. Collins, Standard 
Accident Insurance Co.; John A. Rogers, 
Fidelity & Casualty Co.; William A. 
Sadler, Century Indemnity Co. 


MUTUALS REDUCE DIVIDENDS 

Employers Mutual Liability Insurance 
Co., Wausau, Wis., has reduced divi- 
dends on workmen’s compensation insur- 





ance from 20% to 15%. Lumbermens 
Mutual Casualty Co., Chicago, has re- 
duced dividends from 20% to 10% on 


compensation and boiler and machinery 
policies producing premiums of less than 
$1,000 and $500 respectively. 





salesman who wants to earn recognition 
must offer his prospects more than a 
thorough knowledge of insurance. One 
quick way to achieve a standing as a 
trusted, respected member of his com- 
munity is to render extra services. 
Among the most valuable of these, says 
Mr. Lang, is loss prevention activity by 
the agent and he gives in detail the 
splendid work being done along such 
conservation lines by life, fire and casu- 
alty organizations. “These efforts,” says 
Mr. Lang, “have brought about a hap- 
pier and more secure life. Furthermore, 
they have opened for the insurance pro- 
ducer the door to prospective clients 
who have been given reason to trust 
rather than distrust the insurance 
product.” 
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CLASH AT COMP. HEARING 


Insurance Fraternity iw aint Labor Disa-ree 
at Texas Session; Gibbs to Hold 
Another Hearing 


Employers of Texas labor and the 
insurance fraternity clashed at the pub- 
lic hearing on workmen’s compensation 
insurance rates before the Texas Board 
of Insurance Commissioners in Austin, 
November 19. Ben Mitchell of Texas 
Employers Insurance Association jn- 
sisted that profits are not now exces-ive 
while Ralph Scoape of the Insur: ice 
Buyers’ Institute claimed that the Texas 
rates are 36% too high and that some 
$37,000,000 more premiums than ne-es- 
sary have been collected in the past 
eleven years. 

Casualty Insurance Commissioner Joe 
P. Gibbs reported that the state board's 
preliminary figures indicate a rate re- 
duction averaging 1.7% is justified while 
A. Z. Skelding, actuary of the National 
Council on Compensation Insurance, 
contended that 1.3% decrease should be 
made February 1, based upon losses and 
other factors. 

Hugo Swan, attorney, representing 3 
number of groups of employers and 
Lawrence Jones of the Mosher Steel 
Co. argued that much greater reduc- 
tions than indicated by Commissioner 
Gibbs are in order because the insur- 
ance carriers had made excessive profits 
in recent years and because of the 
present all-time high payroll on which 
premiums are based. Jones predicted 
that wages will rise higher and full 
employment will continue; he said the 
Insurance Board was too cautious in 
setting rates which would guarantee the 
solvency of carriers. Swan _ said_ that 
the Texas laws eliminate competition 
among insurance companies and foster 
monopoly. Several speakers indicated 
that the 1949 Legislature will be asked 
to amend the workmen’s compensation 
act. 

Commissioner Gibbs said a_ future 
hearing will be called to determine 
whether or not employers’ experience in 
other states will be considered in setting 
Texas rates, this hearing to be based 
on interstate rates. 





. WILL BECOME SELF - INSURER 


Many California Corporations  Self- 
Insure Under State’s Unemployment 
Compensation Disability Act 

The Challenge Cream & Butter Asso- 
ciation, one of the larger California cor- 
porations, has applied to the Depart- 
ment of Insurance for a certificate of 
exemption to enable it to act as a self- 
insurer in respect to medical and_ hos- 
pital benefits for its employes, the as- 
sociation to pay one-half of the cost of 
the service. 

The association already has applied 
to the Employment Commission for a 
permit to act as a _ self-insurer under 
the unemployment compensation disa- 
bility act. And it is stated it will receive 
the permit as soon as it is found the 
application shows the association has 
complied with the regulations of the 
act. 

Various railroad corporations 
ing in California, the Standard 
of California, the Union Oil Co. and the 
Southern California Edison Co. all live 
similar plans in operation, some of tlicm 
including death benefits as well. 

The Union Oil Co. has experience 
statistics running back for several yeirs, 
in which are broken down freque:cy 
of accidental, medical and _ hospital 
claims, and further broken down as to 
classification of occupations. Insofar as 
is known, this is the single instance 
where a California self insurer has 
detailed h 


operat- 


Oil Co. 


experience figures on whi! 
to predicate the future costs of the p/n. 





VA. AGENTS HEAR AINSLIE 

G. Robert Ainslie, superintendc:'t, 
casualty insurance department of tue 
Washington, D. C., branch office of | \¢ 
American Surety Group, addressed ‘'1¢ 
northern Virginia regional meeting 0! 
Virginia Agents Association, at a recent 
luncheon. His subject was “Product 
Liability Insurance.” 
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They forgot one thing... 


In planning their fire insurance, they forgot how large a 
part of their home investment was in the furnishings. 

So after they had a fire, insurance rebuilt their house. 
But inadequate coverage on the contents of the house left 
them a long way from having a livable home. 


Don’t make this costly mistake! Check up on your 





Pot luck can be bad luck 


If a guest is made ill by food served in 
your home, you’ll want to pay medical 
expenses. Hartford’s low-cost Compre- 
hensive Personal Liability insurance can 
be purchased to take care of that in vari- 
ous amounts. Covers damage claims too. 


HARTFORD 


Living Ex} 
extra costs]! 





FIRE INSURANCE COMPANY 
ACCIDENT ann INDEMNITY COMPANY 


LIVE STOCK INSURANCE COMPANY 
Writing practically all forms of insurance except personal life insurance + Hartford 15, Connecticut 


household goods and personal effects now. Hartford’s In- 
ventory Booklet makes this easy—write for a free copy. 


Then ask your Hartford agent or broker about Hart- 
ford’s broadened policies that give maximum protection 
to your furnishings as well as your house .. . against 
fire, windstorm and many other hazards, 





Znce of contracts for almost every type 
of construction—private projects, public 
buildings, even the Hoover Dam! 













































SOME OF YOUR CLIENTS NEED EMPLOYEE LIFE INSURANCE 


Amonc your clients there are doubtless employers of less than 25 
workers who would like to be able to offer this valuable form of insur- 
ance to their employees. The owners of bill concerns will be pleased 
to find that they can offer, on an employer-pay-all or contributory basis, 
this Employee Life Insurance which brings to the employee all the bene- 
fits and advantages of group insurance. Security for the family has 


become an increasingly important matter to the average worker. 


There are many advantages in selling Employee Life Insurance—the 


fastest growing line in the Life insurance field. 
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